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HANY INSURANCE MEN 
FROM ABROAD HAVE 
BEEN ON U. S. VISIT 


Jean Beraud-Villars, Paris A. F. I. A. 
Representative, Famous Flyer 
in War 





CUTHBERT HAWKS, OF SYDNEY 





Baron de Wahrtreu, of East Africa, a 
Friend of Roosevelt; Christian 
Hansson Visits Canada 





An unusually large number of insur- 
ance men from abroad either in 
this country or have visited here within 
the past month or six weeks. These 
insurance men represent all types of 
insurance and some are of wide prom- 
inence. The following list is not com- 
plete, but gives an idea of the type of 
the visitors: 

W. L. Cavers, general manager of 
the Ocean, in this country from Lon- 
don, now on a visit to the Pacific Coast. 
He went west with W. J. Gardner, Pac- 
ific coast manager of the company. 
Charles Hendry, manager of the Lon- 
don & Lancashire. 


are 


Was Friend of Theodore Roosevelt 
Baron Z M. de Wahrtreu, 
agent of the American Foreign Insur- 
ance Association at Mombassa, East. 
Africa. The baron was a personal friend 
of Theodore Roosevelt, and spent two 
weeks with him when the Colonel was 
in Africa on his hunting trip. 

R. Connew, manager of the Royal Ex- 
change Assurance. 

Christian Hansson, president of the 
Christiania General; and O. K. Norder- 
haug, treasurer of the company. ‘They 
are now on a visit in Canada. 

W. E. Gray, general manager of the 


marine 


Rmployers Liability; and Colonel Sir 
Edward Ward, of that company. They 


sailed for England on November 3. 

F. White, manager of the Sun Insur- 
nee Office. Mr. White has returned to 
England, 

















Rendtorff in Orient 
A. Rendtorff, of the Sterling Offices, 
ltd. Mr. Rendtorff sailed for the 
Jrient. 
President Tammames, of the Union 
lispano, Cuba, who has returned home. 





- Trollope, Cuban rating manager, 
( lso a visitor here, has returned to 
favana. 


Jean Beraud-Villars, of Paris, repre- 
entative of the American Foreign In- 
lrance Association. He was an ace 
Viator during the war, one of the best 
yers in the French army; and has the 
‘810n of Honor and other decorations. 
George Smith, of L. G: Herbert & Co., 
radford, England, agent of the Amer- 
an Foreign Insurance Association; 
Iso, a well known British organist. 
® sailed a few days ago. 

From Sydney, Australia 
Cuthbert Hawks, assistant general 
hanager of the Queensland Insurance 
%, of Sydney, Australia. 

Arthur E. Morgan, managing director 
, (Continued on page 34) 

















TOMORROW 


Is not the history of a Company the best 
barometer by which to gauge its future? 


Since 1782 The “Phoenix” has dealt honor- 
ably with the public and has always consid- 
ered the interests of its representatives. 


PHCENIX 


Assurance Company, Ltd., 


of London 
100 William St., New York 


PHCENIX 


Indemnity Company 
75 Maiden Lane, New York 


Yesterday Today 

















SERVICE and BROKERAGE 
DEPARTMENT 


CHAS. F. ENDERLY, Manager 
122-126 William Street, New York City 


FIRE—AUTOMOBILE—MARINE 





INSURANCE COMPANY OF; 
NORTH AMERICA 


PHILADELPHIA 


The Oldest American Fire and Marine 
Insurance Company 

















1867 1923 


EQUITABLE LIFE 


Insurance Company 
OF IOWA 
A Company of Stability and Progress, 
Safety and Liberality 


Admitted 
Assets 


Insurance in 


Force 
1912 ............ $12,431,725.00 $ 67,326,327.00 
1922 ............ $44,995,738.00 $313,132,592.80 


The net return paid on funds left with the Company is 4.8 
per cent. 


Dec. 31 


For information regarding agencies 
Address: Home Office—Des Moines 
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COMPANIES DIFFER AS 
TO PAID MANAGERS 
OR GENERAL AGENTS 


Association of Life Agency Officers at 
Chicago Discusses Field Problems 
With Frankness 

















DRIFT AWAY FROM BRANCHES 





Suggestion That Companies Pool Field 
Experience; Types That Make 
Best Managers 





Chicago, November 12.—Extraordin- 
ary frankness in the discussions as to 
the methods used in selecting and re- 
munerating agency managers or gene 
eral agents marked the first day’s ses- 
sion of the seventh annual meeting of 
the Association of Life Agency Officers 
which opened in the Drake Hotel today. 
Indeed, so frank were the statements 
uttered hy officials of several compa- 
an appeal was made to the 
press correspondents that the names of 
individual speakers and the companies 
they represented be not mentioned for 
fear of giving 


nies that 


offense 


within the or- 
ganizations. 
Although there appeared to be no 


unanimity of expression on any topic 
discussed the weight of opinion seemed 
to incline as follows: 

Agency managers or general 
are 


agents 
equal numbers 
from home office employees and from 
among agents or branch offices. All 
promotions should be made “from the 
inside.” 

Very few companies get any consid- 
erable number of agency managers or 
general agents from the forces of other 
organizations. Experience has shown 
that an agency manager need not be a 


selected in about 


successful solicitor. The most success. 
ful managers are promoted from the 
field, but some argue that he should 
not be. 


Trend Away From Branch Offices 

There is a trend away from agency 
management through branch offices 
with salaried managers and toward gen- 
eral agencies financed by the general 
agent. 

Some two hundred representatives of 
companies attended the meeting, which 
opened with an executive committee 
gathering in the morning. The con- 
vention proper began at 2 P. M. in the 
French room of the Drake with Edward 
D. Field of the National Life as chair- 
man. At the speaker’s table with him 
were L. Seton Lindsay of the New York 
Life and Albert G. Borden, Equitable, 
New York, secretary-treasurer of the 
association. Following the call to 
order the gathering sang “America” 
while the Canadian members sang “God 


Save the King.” 
An announcement was made that 
plans were to omit the annual dinner 


this vear, substituting therefor a lunch 
at noon on the second day, but that so 
strong had the traditions of the organi- 
zation grown in its seven years of exist- 
ence that the demands for an evening 
gathering were overwhelming, and one 








THE KASTERN 


UNDERWRITER 


November 16, iv 





would be held at 7:30 P.M. 
the first day’s meeting. 


Favorable Attitude of Public 


following 


The treasurer’s report was read and 
adopted after which came the report 
of the executive committee as follows: 

The past year 
markable growth 
practically every 


has been one of re- 
in life insurance. In 
part of the country 
there has been a splendid record of 
continued progress. The total new 
business of the United States and Can 
adian companies in the calendar year 
ending last December was approximate- 
ly $10,000,000,000 and present indica. 
tions point to a record for 1923 nearly 
20% greater. That this attests an un- 
derlying sound situation is without 
doubt. It also reflects a better selling 
organization, which to a degree is, per- 
haps due to the studies of the problems 
of agency management, which have re- 
sulted from the meetings of this asso- 
ciation in the past seven years. 

The att'tude of the public toward life 
insurance and the service which it ren- 
wus never finer than at present. 
This is a direct challenge to agency 
officers to maintain and insist upon 
the highest standards of service and 
ethics in field) practice. By so doing 
will the future of the business be best 


assured, 


ders 


There is opportunity for a better ap 
preciation of the agent’s service by the 
public, and this is a further challenge 
to exercise the most scrupulous Care in 
the selection, training and supervision 
of the men and women to whom we en 
trust this important service. 

The executive committee have held 
three formal and one informal meeting 
in the past year, during which various 
aspects of life insurance were consid 
ered, The committee felt that for the 
main theme for this year’s meeting we 


could not do better than select the 
topic “The Future of Life Underwriting 
Related to Agency Management,” 


and it appointed as a sub-committee to 
carry this program into effect L. Seton 
Lindsay of the New York Life; Philip 
Burnet of the Continental Life, and A, 
Vackenzie of the Manufacturers Life of 
Canada 

Our cooperative relations with the 
other bodies have been maintained and 
the following is part of a reference 
made to the Association of Life Agency 
Officers in the report of the committee 
on education of the National Association 


of Life Underwriters, Edward A. Woods, 
chairman. 
“Today the Association of Life 


Agency Officers, organized in October, 
1916, at Chicago, an outgrowth of the 
world’s salesmanship congress, in which 
the first executives of the life agency 
officers association and other agency 
executives of life insurance companies 
had taken an active interest, exists and 
is a powerful aid in directing the sell- 
ing policies of life insurance companies, 
in training salesmen and in placing the 
agency department of the institutions 
of life insurance on a high plane.” 


Have Five New Members 


The association during the past year 
has suffered the loss through death of 
three valued members. On June 8, 
1923, Winfield Scott Weld, superintend- 
ent of agencies of the Berkshire Life 
died after a brief illness: on Oct. 2, 1923, 
Thomas Robey Hill, superintendent of 
agencies of the Provident Mutual, died, 
and we have just received the an- 
nouncement of the death of one of our 
original executive committee, George B. 
Stadden, president of the Franklin Life. 
All of these men were well known in 
insurance circles and their loss was not 
alone a loss to their own companies, 
but to their many friends throughout 
the entire insurance fraternity. 

The present membership is 135, five 
new companies having been admitted in 
the past year, namely—Aetna Life, 
Hartford, Conn.; American National In- 
surance Co., Galveston, Texas; Busi- 
ness Men’s Assurance Co., Kansas City, 
Mo.: The Prudential, Newark, N. J., and 
Acacia Mutual Life Association, Wash- 
ington, D. C. PG : 

“The affairs of the association are in 








PROSPECTS 





We are giving them to our salesmen at the rate of 
40,000 PER YEAR 














We Help Our Salesmen 


BANKERS LIFE COMPANY 


Des Moines 

















Established Geo. Kuhns 
| 1879 President 
good shape. The treasurer reports a social organizations, prize essays, 
balance of $1,549.54 in the bank, and we propaganda in the reading rooms of 


face the future with harmonious coun- 
sels and in the realization that compe- 
tition in its highest sense is but a 
synonym for friendly cooperation.” 


Would Combine Sales Experience 


The report of the educational com- 
mittee, consisting of Glover S. Hastings, 


New England Mutual Life; George H. 
Hunt, Imperial Life Association of To- 
ronto, and Winslow Russell, Phoenix 


Mutual Life, was read next and adopted. 
This report urged the best education 
for representatives, and further efforts 
to inform the people of North America 
of the real purpose of life insurance. It 
#lso recommended the setting up of a 
life insurance sales bureau, saying that 
the chief problem at present, is to 
break down resistance to life insurance, 
and that this can be accomplished best 
through combining sales experience. 
The possibilities of cooperative adver 


tising were mentioned, and it was 
pointed out that the need for life in 
surance can be brought home forcibly 


to the public through thrift week cam- 
paigns, life insurance talks to civie and 


colleges, and similar media. 

Following the appointment of a nom- 
inating committee, discussion began on 
the two topics—‘How Are Agency Man- 
augers or General Agents Selected?” 
And “Are We Tending Towards Agency 
Management Through Branch Offices 
With Salaried Managers or General 
Agencies Financed by the General 
Agent?” It was at this point that the 
press table was requested to omit names 
of individual speakers and their compa- 
nies. 


Types of Successful Managers 


An official of a prominent eastern 
company declared that out of nearly 
130 agency managers or general agents 
in his concern, close to fifty began as 
agents, about seventy started as office 
employees, seven were organizers, and 
the remainder came from outside 
sources. About forty of the agency di- 
rectors of this organization, all of them 
most successful, wrote less than $10,000 
worth of business personally per year, 
and the opinion of high officials was 
that the: successful agency director need 











| Increased 


been increased to 4.856. 


address: 


T. LOUIS HANSEN, 
Vice-President 


The Guardian 


Home Office: . - - 





Our 1924 dividend scale represents the greatest 
dividend increase in the history of the Company. 


At the same time the rate of interest allowable on 
sums held by the Company for the credit of policy- 
holders under Dividend and Policy settlements has 


Guardian Agents have the benefit of an unusually 
helpful program of Home Office cooperation and 
service. From furnishing leads on desirable pros- 
pects to free health examinations for policyholders— 
nothing is overlooked to give both Agents and 
Policyholders the utmost in genuine service. 


There are opportunities in our field force for men 
who can measure up to them. 





Company of America 


Established 1860 under the Laws of the State of New York 


Dividends 


For information, 


GEO. L. HUNT, 
Supt. of Agencies 


or 


Life Insurance 





50 Union Square, New York | 
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FRANK J. HAIGHT 


CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, lowa 








ay 

not write a great amount of businoy 
himself. f 
Another well known agency Officig 
explained how his organization ap 
pointed agency managers. or gener 
agents only from within the ranks, » 
quiring that each be a strong Person 
writer of insurance. that he have Cap 
ital, and be a good business man, ani 
that he be a good executive and traine 
of men. 


Promoting Office People Unfavorabi 


One official told the gathering thy 
while his company made all appoit, 
ments from within, it had never heq 
fortunate in promoting clerical work, 
ers or cashiers to agency managershijy 
or general agencies. This started gey 
eral discussion in which several speak 
ers declared that their most succegsfi 
agency managers had been cashier 
and were answered by others who sid¢ 
with the previous speaker in dceclariy 


that office men somehow did not g¢ 
the grasp of running general agencia 

There now arose a speaker who ¢. 
clared that his company, being small 
had to fill its agency managershijs 
from outside the ranks, as it was « 


panding and had not found it profitable 
to transfer men into new territory, 
where no old business existed. 


His talk was followed by the pas. 
sage of a motion calling on the rm. 
search bureau of the association 
gather and tabulate figures on the tw 
topics. 


By calling on various agency official 
the fact was brought out that most com 
panies prefer to appoint general agents, 
rather than agency managers, as thd 
general agent, being on commission, haj 
more incentive to overcome obstacle 
and produce. Several speakers declat. 
ed their companies preferred that thet 
agency managers give their time to ot 
ganizing, rather than to personal salé 
as personal selling puts the manager! 
the light of a competitor to his sale 
men. This attitude was opposed byt 
speaker representing a small compail, 
who declared that his agency manages 
in new fields, had to sell personally 4 
much as possible, as they had no ald 
business to fall back on for expensé 


A few speakers also told their heit 
ers that their companies had placa 
their supervisors on sliding scale galt. 
ries, which varied according to the! 
accomplishments, with a bonus fot 
keeping expenses down. 

The afternoon session was close 
with a talk from Edward A. Wootk 
who outlined the works of the sal 
training school at Carnegie Institute 
Pittsburgh, Pa. He urged support ® 
the institution. 





HAS RECORD LOW DEATH RATE 


Metropolitan Life For Third Quarter 4 
Year Touches 7.4 Per 
1,000 Lives 
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The Metropolitan Life experient4 
the lowest death rate ever recorded b 
the company during the third quarter 
this year. This Was 7.4 per 1,000 live 
The death rate for the nine months 
the year was 8.5 per 1,000 for all caus 
among white industrial policyhold 
This rate is lower than for the § 
period of all years of the companys? 
perience except 1922 and 1921. But" 
the high mortality from influenza @ 
pneumonia during the first quart 
the year, the first nine months of ™ 
would have registered the lowest des 
rate ever experienced for @ sim! 
period. 
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T | Policy “Adjustors” 
RY Rapped in Resolution 


ACTION OF AGENCY OFFICERS 





Call it Twisting; L. Seton Lindsay, 
| Chairman of Executive Committee; 
USines! Oliver Thurman Vice-Chairman 





Officig Chicago, November 13.—L. Seton 


On Wf rindsay, of the New York Life, was 
Sene : . 
inks r chosen chairman of the executive com- 


person} mittee; Oliver Thurman, Mutual Bene- 
ive caf gt Life, was chosen vice-chairman, and 
‘= a} 7, P, Brigham, National Life of Ver- 
mes mont, was chosen secretary-treasurer 
at the closing session of the seventh 
annual convention of the Association of 
ing tha} Life Agency Officers at the Hotel Drake 
appoint} today. They will hold office for three 
ver bee years. 
ul Wort. Vigorous condemnation of insurance 
igershivf twisting, and also of those who do it, 
rted gel was voiced by the gathering in the 
il speak. shape of a _ resolution—unanimously 
uCccessfil passed—which provided for the = ap- 
cashier pointment of a committee to investigate 
vho sid} the activities of twisters and formulate 
Aeclariu! plans to suppress them. The resolu- 
not £4 tion follows: 
agencies “Whereas, it has come to the atten- 
who ef tion of the Association of Life Agency 
ng smilf Officers that there are persons repre- 
agershijsf senting themselves as ‘insurance ex- 
was af perts’ or ‘insurance adjustors,’ who 
profitaiky either advocate the surrender of old 
territoy{ policies and the taking out of new term 
l. ‘| insurance, or the changing of endow- 
ment and limited payment life policies 
to term or ordinary life plans, thus de- 
feating to some extent the best pur- 
poses of life insurance, harming the in- 
terests of policyholders and creating a 
false impression of the life insurance 
y officials} business among the public. 
Most COM 
‘al agents, 


vorable 


the pat. 
» the rv. 
‘jation t 
n the tw 


Special Committee 

3. as th “Be it resolved: That it is the opin- 
‘ssion, hag 10n of the Association of Life Agency 
obstace Officers in convention assembled, that 
rs declag in the best interests of policyholders 
that thet and life insurance companies such prac- 
ime toorg tices should be discouraged, and that 
ynal sala} the companies should refuse to license 
vanager if OF accept business directly or indirect- 
nis sal@f Jy, from these so-called ‘insurance ad- 
osed bya Justors’ and ‘insurance experts,’ where 
compat} it is clear that such men are deliberate- 
managers ly engaged in the practice referred to. 
-sonally “Be it further resolved: The chair- 
ad no dip Man appoint a special committee to 
- expenses Investigate this whole matter and to re- 
port to the executive committee on 
their heif measures and steps that can best be 
iad plll taken to carry out the wishes of this 
scale sil, convention to discourage such practices. 
g to " “Be it further resolved: That the ex- 
bonus ™) ecutive committee, together with said 
special committee, he empowered to act 
vas closlf in the way they think best to achieve 
A. Wooif the results desired.” 

- the si} On the committee provided for were 
» Institue} @Ppointed Charles Hommeyer, Union 
support 4] Central; H. J. Miller, Metropolitan Life; 
and Isaac Miller Hamilton, Federal 
Life, 

a G. C. Wells’ Talk 


TH RATE The drafting of the resolution fol- 
lowed a strong speech during the morn- 

ip (28 Session by Graham C. Wells, presi- 
ees dent of the National Association of Life 
Underwriters, on “The Field Man’s 

View of the Future of Life Underwrit- 
experien 5% in which he said that while life 
recorded ! ee has no enemies without, it 
“ quarter® my some within who can easily harm 
- 4,000 live : sreatly. Besides scoring the twist- 
‘A months 4 z of policies and .of employes, Mr. 
or all caus? ells deplored the tendency to “Bab- 
plicyholde — insurance by taking out its re- 
ye the sib pny This, he declared, could eas- 
ympany’s & — the field in a dangerous position. 
yo1, But 5 peaking on the topic “How Does the 
ifluenza 3 — Office Assist and Control Agency 
: quarter a and Agents,” Winslow Rus- 
Inths of 1% ry vice-president of the Phoenix Mut- 
owest det rs Life, declared that according to his 
a sil xperience, eighty-four out of every 
undred new men were financed by the 

Company and that the peak of invest- 


(Continued on page 6) 
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THE PRUDENTIAL issues a policy which 
guarantees a monthly income. The Pruden- 
tial issues a policy which guarantees a week- 
ly income. 

A Prudential Endowment policy enables one 
to save money and have insurance at the 
same time. 

Under the Prudential Industrial policy small 
weekly payments provide life insurance. 
Prudential policies provide cash to insured 
if he or she suffers total permanent disability 
before age sixty. 

Double the amount of the policy will be paid 
to the beneficiary if the insured dies from 


accident. 


The Prudential 


Insurance Company of America 


coraaa? Epwarp D. Durrietp, President 


Home Office, Newark, New Jersey? 


If every wife knew what every widow 
knows every husband would be insured 








1,100 Members Now 
In N. Y. Association 


CLUBS FOR NEXT CONVENTION 








Life Underwriters Hear Talks By J. E. 
Bragg and J. T. Lange on 
Selling 


The November meeting of the Life 
Underwriters Association of New York, 
the first one presided over by the new 
president, Charles A. Foehl, drew an 
attendance of about 400. The features 
of the evening were talks by James 
Elton Bragg, of the faculty of New York 
University life insurance course, and 
Joseph T. Lange, of the A. W. Shaw 
Co., Chicago, publishers of “System” 
and “Factory,” who gave his talk on 
“Service In Selling,” which has been 
made before a number of agency meet- 
ings. 

J. P. W. Harty, chairman of the 
Los Angeles convention committee an- 
nounced that because of the distance to 
the next National Association meeting, 
plans for attending were being made 
well in advance and it is proposed to 
form convention clubs, details of which 
will be announced later. Harry E. Mor- 
row, chairman of the membership com- 
mittee said that it had been decided 
to meet increased budget requirements 
of the association by a special drive 
for new members during the balance of 
this year and some concession in dues 
would be made. 

LeRoy Bowers, Mutual Life and Rob- 
ert F. Pennell, Union Central, were 
unanimously elected to the executive 
committee to fill vacancies. 

Mr. Bragg devoted his talk to meth- 
ods of speeding up production between 
now and December 31. It was a propo- 
sition, he said, of concentrating on the 
most effective interviews and he sug- 
gested that all prospect cards’ be 
grouped. He suggested taking the most 
favorable prospects first and arranging 
them geographically, by districts, so as 
to concentrate the work. A certain 
minimum number of hours’ work should 
be set as the goal and a minimum num- 
ber of calls made each day. 

As a tonic to set one up for a regular 
cell, he suggested one cold canvass call 
just before the scheduled call. Old 
policyholders as a source of new busi- 
ness should be cultivated, urged Mr. 
Bragg and he suggested a number of 
approaches for these, one being: “How 
many months each year would your 
present life insurance keep your family 
in the style you want them to live in?” 
When analyzed, the amount of insur- 
ance is usually found to be much too 
small and the policyholder is urged to 
provide for the remaining months. 





HONOR WORLD WAR MEN 

The Philadelphia agency of the Guar 
dian Life honored the members of its 
field staff who took part in the World 
War by a testimonial armistice dinner 
at the Poor Richard Club on Thursday 
evening, November 8. Manager E. J. 
Berlet presided and addresses were 
made by J. Ellwood Barrett, Ralp De 
Lucia, E. W. Emmons, I. Samuel Gold 
man and J. J. Mongan. Mr. DeLucia. 
who served during the hostilities with 
the Nineteenth United States Engin- 
eer Corps, in his talk remarked: 
“Germany wag licked the minute Am- 
erican troops set foot on French soil. 
They were an immediate and constant 
inspiration and filled the Allied forces 
with renewed determination.” 


NEW PAPER 
The Atlantic Antics is the name of a 
new publication issued by the Atlantic 
Life of Richmond. It records happen- 
ings and doings in the home office. 











The Equitable Society, New York, re- 
ports largely increased sales attributed 
to the new “guaranteed investment 
policy.” 
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A necessity to insurance companies, bond houses, realtors, banks, municipal authorities, 
corporations and civil engineers. Has been highly endorsed by universities, members of 
the actuarial profession, realtors and leading bankers. 


FINANCIAL ENCYCLOPEDIA 


by 
PIERRE ZALDARI 


Special Lecturer at the College of the City of New York. Author of 
“‘Annuities and Amortization Tables,” “Trade Acceptance Discount 


Tables,” “Parities of Foreign Exchange,” etc., ete. 


With an introductory note by: 


Professor Frederick B. Robinson, Ph. D., Dean of the School of 
Business and Civic Administration, The College of the City of 


New York. 


The solution of all financial problems, involving compound interest and discount, annui- 
ties and present worth of an annuity, amortization and sinking fund investments, parities 
and yields and the like may only be obtained by two processes. The first requires as a basis 
a command of the theory and use of logarit ms. The other process is furnished by the 
very practical and simple method given by th s book. 


500 PAGES OF TABLES 


Every rate from /%% up by 1/10, 1% and 1/6% for direct solutions, and 1043 intermediary 
rates from 1/100% to 11% for solutions by interpolation. 240 periods for direct solu- 
tions and any number of periods by interpolation. 


All calculations may be made for annual, semi-annual, quarterly, monthly and weekly peri- 
ods if desired, also from 3.65% per annum up calculations may be made for daily periods. 


Tables :—Compound interest, 1043 powers of 1.0001, Compound discount, amortization, 
periods required to accumulate a sinking fund of 100, Sinking funds, Periodical invest- 
ment, Present value of an annuity, Annual effective rate compounded monthly and daily, 
Multiples of capital, Logarithms, of (1+i) to ten decimal places, charts of amortization. 


Chapters—Compound interest and discount. Annuities and Amortization. Financing. 
Arithmetical and Geometrical charts. Parities and Yields. Financial terms. Problems. 


Each table has an introductory note giving the solution of its four fundamental problems. 


Contains the only complete tables for Compound interest and discount, annuities, amor- 
tization, sinking funds, etc. 


Contains a complete description of every known method of financing. 


Solves all problems on compound interest and discount which are the basis of all finan- 
cial transactions. 


Solves all financial problems for any rate of interest and for any number of periods of 
time, annually, semi-annually, quarterly, monthly and weekly if desired. 


Explains a practical method of comparison of different classes of bonds to find the most 
advantageous investment, with the effective rate of interest as basis. 


It shows the method of obtaining the exact yield on investments for any rate of interest 
and for any number of periods of time, not only for bonds redeemable at par as the yield 
books show, but also for bonds redeemable at a premium or with prizes and also bonds 
redeemable by drawings. 


Shows the method of constructing the charts for loans arithmetical as well as geometrical. 

This is the book you need every business day. 

Limited edition 1000 copies numbered 

600 pages 814 x 11 Full morocco binding 
Price $50.00 net. 


Descriptive circular on request. 
The Eastern Underwriter 86 Fulton Street, New York 
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Club Woman Makes 
Success as Manager 


OPENED WOMEN’S DEPARTMENT 
Mrs. B. M. Boykin, Prominent in Atlan- 
ta Society and Club Life, Repre- 
sents Fidelity Mutual 








One of the most active leaders in all 
civic, social and club activities concern- 
ing women in Atlanta, Ga., for a num- 
ber of years past was Mrs. B. M. Boy- 
kin. She is a past president of the At- 
lanta Woman’s Club and is one of the 
most widely-known women in the state. 
Up to about four months ago most of 
her time was devoted to civic and club 
work in the interest of Atlanta and the 
state. She was a state leader in all 
the war work. 

The Atlanta Woman’s Club claims to 
have the largest and handsomest wom- 
en’s club house in the country and 
building up the club to justify this un- 
dertaking was one of her achievements. 
The Fidelity Mutual Life made the first 
loan on this building, Mrs. Boykin put- 





MRS. B. M. 


BOYKIN 


ting the deal through. The property is 
estimated to have a value of between 
$300,000 and $400,000. The contact Mrs. 
soykin established with the Fidelity 
Mutual Life proved to be a happy one 
and her interest in life insurance in- 
creased. Recently she was appointed 
manager of a Women’s Department 
opened by the Company in Atlanta. 

Mrs. Boykin had for years a_ co- 
worker in her activities and when she 
Was made manager of the Women’s De- 
partment of the Fidelity Mutual Life, 
she induced this friend, Mrs. H. G. 
Carnes, to join the agency. Although in 
the business less than four months, Mrs. 
Carnes led the company’s agents in 
number of applications produced for 
four consecutive weeks. 

Concerning her methods, Mrs. Boy- 
kin said to The Eastern Underwriter: 
“We believe in team work and the elim- 
mation of lost motion. We hold reg- 
War Monday morning meetings from 
nine to ten o’clock. At the meeting the 
Saleswomen become enthusiastic and 
Start out feeling that they are going to 
have a good week’s business, and as a 
rule the average is good. This demon- 
Strates that boosting means more than 


C 
10% of the success of salesmen and 
saleswomen. I prefer the Monday 


morning to the. Saturday meetings be- 
cause they go right out of the meeting 
to work, and to my mind this means 
much more in achievement.” 





The easiest man to talk to on a group 
life proposition, says one of the compa- 
hies, is the biggest man in the concern, 
because the best arguments for group 


will appeal strongest to the head of the 
company. 








MASSACHUSETTS MUTUAL 


LIFE INSURANCE COMPANY 
of Springfield, Massachusetts 
Incorporated in 1851 





Unexcelled policy contracts, efficient life insurance service, and a 
net cost that is notably low—these are three of the reasons why the 
name Massachusetts Mutual is synonymous in the mind of the insuring 
public with all that is best in life insurance. During the seventy-two 
years of the Company’s history its policyholders have ever been its loyal 
friends and its enthusiastic advertisers. 





JOSEPH C. BEHAN, Superintendent of Agencies 























Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 





Net Admitted Assets, December 31, 1922.........$11,151,543.82 
Paid For Insurance in Force December 31, 1922.. 90,759,578.00 


The Pan-American writes a complete line of Accident and Health 
policies which are modern and up-to-date in every respect. Our Sub- 
standard Department has broadened our already excellent service to 
our agency organization. We wish to establish ten new general agen- 
cies. If you are interested, write to us. 


Address: E. G. SIMMONS, Vice-President and General Mgr. 
NEW ORLEANS, U. 8. A. 
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Provident Mutual 


Life Insurance Company 
of Philadelphia 


PENNSYLVANIA 
FOUNDED 1865 


The new policy contracts of the Provident Mutual make it easy for 
an agent to fit a policy to a definite need of his policyholder. 


The policyholder also finds it easy to understand that his particular 
purpose in taking the policy will be definitely carried out. 


These policies are thus admirably adapted to an. Insurance Pro- 
gramme—for the protection of the policyholder’s family or of his own 
old age, through income—for the education of his children—for the pro- 
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Church Insures Its 
Minister for $100,000 


AS PART OF BUILDING PLAN 





Will Pay for Disability Also; Sinking 
Fund Feature Used in Selling 
Case 


The use of life insurance in connec- 
tion with the financial plans and pro- 
jects of churches and religious organ- 
izations, is becoming recognized as im- 
portant. The National Association of 
Life Underwriters has suggested 
“Church Finance” as the general topic 
for the February meetings: of 
associations. 


local 
Not long ago Will Rog- 
ers, the comedian, in serious vein, sug- 
gested that all churches insure their 
ministers and pay the premium. Wide 
publicity was given this suggestion as 
it was recognized as a good one. 

One of the largest of such policies 
if not the largest of the kind was plac- 
ed last week by the Baptist Temple of 
Rochester, N. Y., on the life of Rev. 
Clinton Wunder, minister of the 
church. This was for $100,000. 

The case was written by Charles W. 
Booth, a young life insurance sales- 
man who has been in the business less 
than one year. He is a member of the 
E. W. Hughes general agency of the 
Massachusetts Mutual Life at Roches- 
ter. Mr. Hughes says that the case 
is unusual, because the sale was made 
on the basis of the church having not 
only protection against the death or 
disability of the minister, but a sink- 
ing fund would also be created for the 
retirement of a series of second mort 
gage building bonds. 

Mr. Wunder is originator of the plan 
to scrap the old church edifice and 
erect a combined church and _ office 
building. The project calls for an is- 
sue of $250,000 in bonds. As the res 
ponsibility for carrying through the 
plan rests largely on Mr. Wunder, the 
trustees took into consideration what 
would happen if he should die before 
it was put through. 

After considering different 
was decided to take out 
the 15-payment life plan. 
provides disability as well as death 
benefit for the church. The disability 
benefit will pay the church in event of 
the minister's total disability, $3,000 a 
year. If at the expiration of twelve 
years when the first series of the bonds 
fall due, the church desired to surren- 
der the policy, it would receive $50,- 
000 in cash to apply on the mortgage. 
The premium on the policy is approx- 
imately $4,000 and is paid out of the 
building fund. One of the selling points 
used on the case was that the premi 
um payments were in effect a sinking 
fund to apply toward payment of the 
mortgage, if needed. 


plans, it 
$100,000 on 
The policy 


HONOR GUARDIAN MEN 
The Philadelphia agency of the Guar- 





dian Life of New York, did honor to 
those members of its personnel who 


took part in the World War by way of 
a Testimonial “Armistice” Dinner at 
the Poor Richard Club on Thursday 
Evening November 8. Manager FE. J. 
Berlet presided. Addresses were made 
by the following service men connect- 
ed with the agency,—J. Ellwood Bar- 
rett, Ralph De Lucia, E. W. Emmons, 
I. Samuel Goldman and J. J. Mongan. 





JAMES C. GOODSPEED DEAD 


James C. Goodspeed of Penn Yan, 
N. Y., for twenty-five years an agent 
of the Travelers, died recently. He 


started with the company at Ham- 
mondsport as Goodspeed & Cornelius 
and was later head of Goodspeed, Mil- 
ler & Hyatt at Dundee. 
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George B. Stadden, Head 
Of Franklin Life, Dies 


HAD BEEN ILL FIVE MONTHS 





Started As An Agent Thirty-Five 
Years Ago; Joined Franklin 
in 1898 





George B. Stadden, one of the distin- 
guished figures in the life insurance fra- 
ternity, and president of the Franklin 
Life, died on November 11. He had 
been ill for about five months. 

Mr. Stadden was sixty-two years old. 
He went into the life insurance busi- 
ness about thirty-five years ago. He 
became an agent; then general agent; 
then supervisor of agents of a life in- 
surance company. In 1898 the Frank- 
lin made him manager of agents, ad- 
vancing him to the vice-presidency in 
1907; and in 1914 he became president. 

Mr. Stadden occupied a prominent 
place in the civic community and was 
active during the war in Red Cross and 
other matters. 





NEW PRUDENTIAL DIRECTOR 





Hendon Chubb, Famous Marine Insur- 
ance Underwriter; Member of 
Chubb & Son, New York 





Hendon Chubb, of West Orange, was 
chosen a director of The Prudential 
Insurance Company yesterday to suc- 
ceed the late William T. Carter. Mr. 
Chubb is a member of the firm of 
Chubb & Son, of New York City and 
is recognized as an authority on ma- 
rine and war risk insurance. At the 
outbreak of the war he was named a 
member of the War Emergencies of the 
New York Chamber of Commerce, and 
later became director of insurance for 
the United States Shipping Board. He 
is vice-president of the Federal Insur- 
ance Company of New Jersey, and of 
the United States Guarantee Company, 
of New York. He is, likewise, Vice 
President of the Orange Memorial Hos- 
pital, chairman of the finance commit 
tee of the Welfare Federation of the 
Oranges, and is a member of the Hs 
sex County Country Club, the Orange 
Lawn Tennis Club and the New York 
Yacht Club. 





NAMES COMMITTEE HEADS 
President Reynolds of American Life 
Convention Appoints Commit- 
tees For Year 





J. B. Reynolds, president of the 
American Life Convention, has an- 
nounced the chairmen of the following 
standing and special committees: 

Standing committees: Blanks, George 
Graham, Central States Life, St. Louis; 
Membership, E. O. Burget, Peoples Life, 


Frankfort, Ind.; Next Annual Meeting, 
W. W. Moore, Inter-Southern Life, 
Louisville; Uniform Laws, Dan W. 


Simms, Lafayette Life, Lafayette, Ind.; 
Departmental Supervision, E. W. Ran- 
dall, Minnesota Mutual Life, St. Paul; 
Finance, C. B. Svoboda, Cedar Rapids 
Life, Cedar Rapids, Ia.; Medical Exam- 
inations, Dr. T. C. Denny, Central Life, 
Des Moines; Agents and Agencies, John 
A, Sullivan, Great Northern Life, Chica- 
go; Grievances, George A. Boissard, 
National Guardian Life, Madison, Wis.; 
Miscellaneous Subjects, W. A. Watts, 
Merchants Life, Des Moines; Resolu- 
tions, C. L. Ayres, American Life, De- 


troit; Credentials, Tom Poynor, South- 
err Union Life, Waco. 

Special committees: Taxation, H. J. 
Saunders, Western States Life, San 
Francisco; Under-Average Lives, Chas. 
H. Beckett, State Life, Indianapolis; 
Total Disability, Dr. Henry W. Cook, 
Northwestern National, Minneapolis; 
American Service Bureau, R. W. Stev- 
ens, Illinois Life, Chicago; Lapses, 
Harry L. Seay, Southland Life, Dallas. 





ARTHUR LEVY A VISITOR 

Arthur Levy, associate manager at 
Richmond for the Atlantic Life and a 
former president of the Richmond As- 
sociation of Life Underwriters, igs en- 
joying a well earned vacation in New 
York seeing the sights of that big 
town. 





DETROIT LIFE BUSINESS 

The Detroit Life reports new busi- 
ness written in Michigan in October, 
$1,620,000. This brings the total of the 
Detroit Life for the first ten months of 
1923 to $16,673,000. The Detroit Life 
figures show an increase of 58 per cent 
over the same period in 1922 and are 
more than double the total business 
written by the company in 1921. The 
company now has in excess of $41,000,- 
000 insurance in force. 





Dr. T. H. Russell, medical director 
of the Equitable Society of New York, 
spent several days in Richmond this 
week as the guest of E. Mulford 
Crutchfield, general agent in that city 
for the Society. 





Second Vice-President W. J. Graham 
and Inspector of Agencies Gierhart, of 
the Equitable Society, were guests at 
three agency meetings in upper New 
York State last week. 





ACT AGAINST TWISTING 

(Continued from page 3) 
ment for men comes at the end of the 
third month, with a total of $350 per 
man. 

B. F. Hadley, vice-president of the 
Equitable Life of Iowa, gave a brief 
resume of the manner in which agency 
contracts are handled by his company. 
This organization formerly had $10,000 
and $20,000 a month clubs, but changed 
to the basis of premiums, calling for 
$3,600 to $7,200 a year of paid premiums. 

A. G. Borden, Equitable Life, present- 
ed a paper on “Financial Service to 
Beneficiaries,” in which he discussed 
the question of settlements to meet 
their needs, and also pointed out that 
agents who sell income policies instead 
of lump sum settlements more than 
double the average size of the policies 
they sell. 

Other topics of discussion, elaborated 
at length by various officials, were: 
“Are General Agencies or Branches Vis- 
ited By Home Office Representatives?” 
“Does the Home Office Assist General 
Agencies or Branch Offices by Holding 
National Meetings of Leading Agents, 
Such as $100,000 and $200,000 Club 
Meetings?” “Does the Company, Hither 
Directly or Indirectly, Encourage or 
Permit the Payment of Advances or 


Salaries to Agents?” “How Is The 
Success or Failure of An Agency 


Measured?” 

Oliver Thurman, chairman of the ex- 
ecutive committee of the Life Insurance 
Sales Research Bureau, gave a talk on 
the activities of that organization, and 
invited more companies to become 
members. G. K. Sargent, of the Mutual 
Life, made a talk on field club conven- 
tions. 





have given it a high r 


to develop and hold their business. 
Its policy contracts 
the same time, 


John Barker, Vice-President 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 


GEORGE H. TUCKER, President 


This Company has always pursued those policies in the conduct of its business that 
tation for stability and fair dealing. 

Has always rendered the highest grade of service to its palieyholders. 

Has always extended reasonable assistance and éncouragement to its representatives 


ive to each individual insurer full protection, safeguarding, at 
e interest of all its policyholders. 


Frederic H. Rhodes, Vice-President 















“Well Jim, it's worth 
so ing to stand 





A Benefactor to His Employees and 
Himself. 


Discontent was gumming the smooth operation 
of the plant. Each day the owner feared the break 
that would cripple his year’s work. But just at this 
time one of the “old boys” came down with quick 
pneumonia and died. Added to the consternation of ‘ 
the moment was the feeling among his pals that they 
ought to do something for his wife and youngsters. 


Then they found that his “company insurance”— 
the same as they all had—had been paid in full 24 
hours after his death, had covered all expenses and 
left his widow ample protection for many months. 

The reality of the thing gave them an increased 
appreciation of the value of their insurance and sug- 
gested that it was well worth while to stand pat for 
giving them such assurance of 


an organization 


protection, 


Multiply by hundreds the above incident and you 
may have some conception of the way employers are 
using this potential force. 


You will find, as you investigate, that group 
insurance is a double benefaction: 

To the employer, in increased loyalty, better 
esprit de corps, less labor turnover and more efficient, 
better-satisfied employees. 

To employees an assurance that their own will 
be provided for, that their long service is worth some- 
thing and that their employer takes more than a 
mercenary interest in them and their families. 


Costs are ridiculously low. Details of the plan 
will show how much can be done for a small amount. 


Share in the annual harvest of Group Insurance. 
Present the plan which holds the largest possibility of 
victory—the Travelers plan which has been selected 
by 45 per cent. more employers than have accepted 
the plan of any other company. 


THE TRAVELERS INDEMNITY COMPANY 
L, F. BUTLER, PRESIDENT Connecticut 


THE TRAVELERS 


THE TRAVELERS INSURANCE COMPANY 
Hartford 


Accident, Life, Liability, Health, Automobile, Steam Boiler, 
Compensation, Group, Burglary, Plate Glass, 
Aircraft, Maehinery 


ft 
' 


t 
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Relative Advantages 
In Proceeds Plans 


TRUSTS OR COMPANY METHOD 








When it is Better to Leave Proceeds 
With Company; Conditions Making 
Trusts Preferable 


The rapidly extending activity in 
creating life insurance trusts with 
trust companies has raised the ques- 
tion in the minds of many assured 
and agents as to the relative advantag- 
es of having installment or deferred 
payments made by an insurance com 
pany or a trust company. The dispo 
sition of life insurance proceeds de 
pends upon the method of payment de- 
sired by the assured. In general 
where the payment conditions are sim- 
ple the advantage lies with the insur 


ance company jand where they are 
complicated, a regular trust is more 
desirable. 

Any conditions involving discretion 


are not proper ones to be carried out 
by a life insurance company. Some as- 
sured in making educational programs 
for their children, want to stipulate 
that payments be made subject to the 
condition that the children go to a col- 
lege of good standing and remain 
throughout the college period. An in 
surmmce Company cannot undertake to 
decide on the standing of an education- 
al institution nor to establish close 
cortacts and follow the movements of 
beneficiaries Remarriage contingen- 
cies are of the same kind. A marriage 
is easily concealed and a widow-bene 
ficiary might be under the temptation 
to conceal her marriage. 
Question of Cha ges 

Some of the features that distin- 
guish the two dispositions of proceeds 
are discussed by the State Mutual Life 
in a recent number of that company’s 
paper. Concerning costs, the compa 
ny says most insurance companies are 
now paying on proceeds retained by 
them a guaranteed income plus certain 
excess interest earnings declared, 
which make a total varying from 444% 
to 4%% interest. The companies earn 
on their general funds a fraction of 
one percent larger than those rates, 
which extra is properly used by the 
companies to help carry the propor- 
tionate share of the overhead the 
funds held should carry. Trust com- 
panies in most jurisdictions make a 
charge upon the gross income of ap- 
proximately 5% thereof annually for 
income distribution. 

When it comes to a question of char- 
ges against the principal of the funds, 
trust companies make certain charges 
Which life insurance companies do not 
make. A life insurance company, 
When a policy becomes a claim, simply 
retains the proceeds among its gener- 
al assets. No new investment is re- 
quired; and when it is time to pay the 
principal fund over to the ultimate 
beneficiaries, it has no particular se- 
curities to liquidate,—it simply takes 
the money out of its cash on hand in 
some bank of deposit. 

While most trust companies make 
no charge on the principal for collect 
Ing and investing that principal, yet 
at the death of the wife, at the time 
of the distribution of the principal to 
the children, most trust companies do 
make a charge on the principal of at 
least 1% for such, distribution. Such 
4 charge is made by a trust company 
With perfect propriety; no one ques- 
lions that. But such a charge is not 
Made on the principal by insurance 
Companies because of the different na- 
ture of the holding. The principal fund 
handled by a life insurance company 
'S not shrunk a dollar at any time by 
any charge, 

Freedom From Tax 

Another advantage to the ultimate 
beneficiaries in having life insurance 
Proceeds held by an insurance compa- 


ny for deferred distribution and not 
by trust companies, is the freedom 
from the Federal Income Tax. Pol- 
icy proceeds held by an insurance com- 
pany are still in law held to be “insur- 
ance proceeds,’ and as such they are 
and therefore the income therefrom is 
free from the Federal Income Tax. 
The only exception being that if the 
beneficiary has the option to withdraw 
the funds and does not, the income 
therefrom is taxable to such benefici- 
ary. Where life insurance proceeds 
are paid over to a trust company and 
reinvested by it, then they immediate- 
ly lose the character of “insurance pro- 
ceeds,” and the income from the fund 
in the hands of the trustee is subject 
to the Federal Income Tax. ~* 

The chief difference between the 
management of life insurance proceeds 
by an insurance company and by a 
trust company is that if a policyhold- 
er has a trust company or any trustee 
manage his life insurance proceeds, it 
is then a trust pure and simple. There 
is no relationship of debtor and cred- 
itor. This means that the life insur- 
ance fund paid to such trustee is held 
by the trustee as a separate and dis- 
tinct entity. If $10,000 is paid by a 
life insurance company to the trust 
company, the latter takes that $10,000 
and invests it in certain definite se- 
curities that are available for invest- 
ment by trustees in the jurisdiction in 


which that trustee operates. Such 
trustee must then account each year 
for the ineome received from those 
separate securities which have been 


purchased with the trust funds. If any 
of those securities diminish in value, 
that trust fund and its beneficiaries 
suffer. If the interest is not paid on 
any of those particular securities, the 
income and the beneficiaries again suf- 
fer. If the trustee originally invested 
in securities permissible to trustees, 
there is absolutely no legal or moral 
obligation upon the trustee to reim 


burse the beneficiaries under the trust 
because of the diminution of either 
the principal or the income of the trust 
fund. 

An insurance company holding the 
funds after the death of the policy- 
holder under one of its deferred set- 
tlements. The insurance company 
holds $10,000 payable under A’s pol- 
icy. It does not take that $10,000 and 
with it buy $10,000 worth of securi- 
ties and subsequently account for the 
income from those particular securi- 
ties. The $10,000, on the other hand, 
is mingled with the company’s gener- 
al funds—in that great reservoir of 
the assets of the life insurance com- 
pany, and the company is legally obli- 
gated to pay the definite sums agreed 
on to the beneficiaries of the policy- 
holder. This is more than a trust,— 
it is a debt which the company owes 
to the beneficiaries. 





1. H. D. SAULS DEAD 


I. H. D. Sauls, president of the Con- 
tinental Life of Washington, D. C., 
died at Pinehurst, N. C., last week. 
Mr. Sauls, who was sixty-eight years 
old, was also retiring president of the 


Southern Industrial Workers Confer- 
ence. He was a native of South Caro- 


lina. He had been connected with the 
industrial sick and accident business 
in the South for years. 





PHILADELPHIA GENERAL AGENT 
John R. Pettit has been appointed 
general agent for the Maryland As- 
surance for Philadelphia. Mr. Pettit is 
a graduate of the Lehigh University 
and was a civil engineer and contract- 
or, with a broad general business ex- 
perience and wide acquaintance. 





Frank B. Peters, of Wilkes-Barre, 
Pa., has been appointed agent of the 
Maryland Assurance, succeeding the 
James M. Boland, Jr. agency with 
which he was formerly connected. 





Agents—Special Agents. 








| We have some good 


| territory open in 


| Write or wire us in 
| confidence. 


Omaha 


Insurance in Force 
Assets . - 





HERE’S YOUR OPPORTUNITY 


We’ve just entered Maine 


We want good live wires to act as Managers—General 


Liberal Direct Home Office contracts that enable you 
to build up a real agency, and make money. 








Delaware | 
Vermont | 


Michigan | 
Maryland 

West Virginia 

No. & So. Carolina 
Pennsylvania 
Ohio 

Indiana 

Kentucky 


Georgia 





. Nebr. 


| THE BANKERS RESERVE LIFE COMPANY | 
| 
| 


| R. L. ROBISON, President 


Florida 


$85,000,000 
$14,000,000 




















ILLINOIS LIFE INSURANCE CG 


GREATEST 
ILLINOIS 


COM PANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 











HOME LIFE 


INSURANCE CO. 


NEW YORK 


WM. A. MARSHALL, 
President 








The 63rd Annuaj Report shows: 
Premiums received during the 


WOM Weddccdicisicacscasciqces $7,300,838 
Payments to Policyholders and 

their beneficiaries in Death 

Claims, Endowments, Dividends, 

Ms cadiadacdheacasvsanacadaucitas 5,400,7@ 
Amount added to the Insurance 

WOONOW ND hic cccdsscdivaccec 2,206,762 
Net interest Income from Invest- 

Gi statddadescdccetcdscecsddnacas 110,922 


($722,352 in excess of the amount 

required to maintain the reserve) 
Actual mortality experience 52.87% 

of the amount expected. 
Insurance in F 
Admitted Assets 





For Agency apply to 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 














Build Your Own Business 


under our direct general agency contract 
Our Policies provide for : 

Double Indemnity, 

Disability Benefits, 

Reducing Premiums 
See the new low Rates 

| JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 
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A LETTER THAT “PULLED” 
LIVE HINTS FOR BUSINESS GETTERS || Putting insurance Proposition in Terms 
of Banking Gives Punch to 
Selling Points 
Practical Suggestions to Help the Man With the Rate Wilson Williams, general agent for 
Book Increase His Income and General Efficiency the New England Mutual Life at New 
: Orleans, has been using a circular let- 
——— ter which brought remarkable results 
A letter on mortgages that shotld be eliminated as rapidly as When sent out to his mailing list. This For Thi Q 
A Good has been used with suc- possible. letter follows: or Inis 
Mortgage cess was prepared by J. H. Now, how about you? Of course you If one of our local banks offered to BIG JOB AT DENVER 
Letter Bryan of the southwestern , x : aeons place $10,000 to your credit, provided 


department of the Illinois 
Life of Chicago. The letter follows: 

That mortgage you recently had re- 
corded——will you live to pay it? But 
why worry? Why not insure it? 

Why not do what a number of prom- 
inent realty dealers and home owners 
have already done—cover their deeds of 
trust with our special mortgage poli- 
cies? 

You have already made everybody 
secure in this deal by your own notes, 
deed of trust and fire insurance policy 

everybody except the good woman 
who signed the notes with you. If the 
grim reaper should cut you down, she 
alone would lose—and lose heavily. 

But why discriminate against her? 
Why not play as fair with her as with 
the others? Let me tell you how. No 
obligation, just information. 

Let’s talk it over. The longer you 
delay the greater the discrimination. 

+ * * 
The Chicago agency of 


Helpers, the Mutual Life recent- 
Helped and ly printed in the agency 
Helpless paper the following: 


It has been said that in 
the personnel of every organization 
there are three distinct classifications 
the Helpers, the Helped and the Help- 
less—and particularly is this true in a 
large life insurance agency. 

The Helpers are those who devote 
time, thought, energy and enthusiasm 
to the welfare of the agency and thus 
stimulate and promote its growth, as 
well as their own success in the busi- 


ness. They are possessed of an ambi- 
tion and a determination to succeed. 
They will succeed. They do succeed. 


They are the ones upon whom the man- 
ager relies for an ever increasing pro- 
duction. They are the leaders in pro- 
duction. They qualify for field clubs— 
in short, they are the backbone of the 
whole organization. 

The Helped either do not possess the 
ability or they lack the ambition to be- 
come Helpers and depend upon others 
o2 the organization to help them. They 
fail to recognize the value of time and 
efficiency in selling life insurance. 
They run around in circles, so to speak. 
They have no definite goal. Their pro- 
gram for a day’s work is not arranged 
in advance. It is a “hit or miss” or 
“catch as catch can” proposition with 
them. They prefer to seek the advice 
of others in solving their daily problems 
rather than figure them out for them- 
selves. They ask many questions that 
are answered in the rate book and 
other literature distributed by the of- 
fice. They lack knowledge because 
they won’t study, analyze or apply 
themselves, as a result of which they 
lose time, lose business and eventually 
lose interest—in short, they are not on 
the job. Nevertheless, a great many of 
them are worth while and capable of 
development. Self analysis and the use 
of good old-fashioned common sense 
will do much to get them out of the 
class of the Helped into the class of 
the Helpers. 

The Helpless are those who are prac- 
tically hopeless. They are hopeless be- 
eause they are helpless and helpless be- 
cause they are hopeless. They are 
great only in one respect, and that is 
the manufacturing of alibis. They 
blame everything and everybody for 
their failure to get business. They 
loaf whenever and wherever they can. 
They wouldn’t work if they could—in 
short, they are the drones of the bee 
hive—and in fairness to the other two 
classes, and the progress of the agency, 


are not in the Helpless class. You may 
classify with the Helped, but we hope 
with the Helpers. If you are a Helper, 
you are reaping the rewards of your 
efforts and are worthy of every consid- 
eration and service this organization 
can give you. If, on the other hand, 
you are among the Helped, we most 
sincerely and solemnly urge you to give 
yourself some sort of a jolt that will 
arouse within you all those powers that 
make for success. Stir up your energy. 
Awaken your ambition. Revive that 
determination of yours, and back up 
these three important factors with a 
sufficient amount of enthusiasm. If 
you will do this, you will go to work; 


and if you will go to work, you will 
get the business. 

a a x 

The advantage of a 


Advantage definite proposal is 
of Concrete shown in this selling 
Proposal plan used by J. N. 


Douglas, of Utica, N. Y., 
representing the State Mutual Life, Mr. 
Douglas says: 

When making a call, regardless of 
whether your man be a stranger or not, 
and you speak about life insurance, the 
customary reply is, “I am carrying all 
I want” or “I don’t need any more.” 

It is then that I speak on these lines. 


“Well now, Mr. Jones, I didn’t come 
in here expecting to go away with your 
application for life insurance, but what 
I would like to do would be to take two 
minutes of your time and find out 
whether or not you need additional pro- 
tection. 

“In the spirit of fairness to your wife, 
will you consider yourself in her posi- 
tion and think how much life insurance 
you should have in the event anything 
happened to your husband? 

“For example, you are making $5,000 
a year and we will assume you are 
spending $1,000 a year for clubs, 
clothes, cigars, ete., and that you are 
saving $500 a year. Now then, Mr. 
Jones, any way you figure, you are 
pouring into your home $3,500 a year, 
$300 a month, and you undoubtedly do 
not think that you are living in a great 
deal of luxury. 

“T don’t mean to assume that you can 
afford enough life insurance to give 
your wife $3,500 a year. However, I do 
believe that you should leave insurance 
which invested at 5% would give your 
wife an income of approximately $2,000 
or one-half of what she is accustomed 
to at the present time. $2,000 a year 
income would require $40,000 of insur- 
ance, which when paid as a claim in- 
vested at 5% would pay $2,000 a year. 
Then, Mr. Jones, if you leave your wife 
an income of $2,000, approximately 
$165 a month, this is not going to send 
her south in the winter, or give her 
very much of a vacation in the summer 


time. It will just about keep her com- 
fortable and enable her to live in a 


neighborhood where you want her to re- 
side.” 

After this line of reasoning, very of- 
ten you gain the attention necessary 
and are able to have a satisfactory in- 
terview. Now I do not mean to imply 
that I always sell the man $40,000, but 
invariably it changes his ideas as to 
what life insurance really is, thereby 
leaving a better understanding and ap- 
preciation of the protection given. 





George D. Hill has been appointed 
general agent for the Maryland As- 
surance at Wilmington, Delaware, 


you paid a small rate of interest on it 
—would you not be surprised and 
gratified ? 

If the bank further guaranteed that, 
should you ever become. disabled 
through sickness or accident, and there- 
by unable to earn a living, they would 
relieve you of all interest, and in addi- 
tion would pay you $100 a month dur- 
ing your disability—-would you consider 
their offer? 


Furthermore, if at your death, no mat- 
ter when it occurred nor for how many 
years you had been paid the $1,200 a 
year, your wife and children would at 
once receive the principal sum of $10,- 
000—would you think the bank’s offer 
worthy of your careful thought? 


If you prefer having your wife and 
children receive a Monthly Income as 
long as they live instead of the $10,000 
in a lump sum, that also can be ar- 
ranged, 

I represent a company that is recom- 
mended by all bankers, whose assets 
are greater than those of any bank in 
the city. If the above proposition is 
worth anything to you, phone for an 
appointment. 





Russell L. Law has been appointed 
general agent of the Northwestern 
Mutual Life in western Oklahoma sue- 
ceeding John §. Amick. His head- 
quarters will be in Oklahoma City. 


It is a real man’s size job—the general 
agency for one of the most prosperous 
old line life insurance companies in the 
West, whose insurance in force exceeds 
$125,000,000 and whose ratio of assets 
to liabilities is greater than that of any 
other large company in the same field, 


To make the most of this opportunity 
you must be a man of large personal 
production, but capable of developing 
a hard-hitting sales organization. You 
must have accumulated at least $25,000 
in assets and able to earn from $12,000 
to $25,000 per year. 


As our general agent, contracting dj- 
rect with the home office, you will re- 
ceive a liberal first year Commission, a 
renewal commission, a collection fee, 
and office allowance and a_ business- 
development allowance. 


You will receive unlimited support in 
the form of a thoroughly organized 
prospect-finding program, experts to 
help close business and a line of very 
liberal policies. 


If you are as big a man as this big 
opportunity, write to us in full. Ad- 
dress “DENVER,” c/o this paper. 

Note: We also have an unusually at- 
tractive, special contract for good 
salesmen whose experience is limited. 








Office for information. 


since 1878. 


MORE THAN 50% 


of the business written by some of our larger agencies is a 
direct result of the Fidelity lead service. Our agents interview 
interested prospects—people who have written the Head 


Fidelity is a low-net-cost company operating in 40 
states. Full level net premium reserve basis. Over Quarter 
of a Billion insurance in force. Faithfully serving insurers 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 
A few agency openings for the right men. 


























GENERAL AGENCY IN UNOCCUPIED TERRITORY — 


States of the Middle West that are feeding the world today are 
rich in opportunity for men of General Agency calibre. 
Liberal Contracts direct with the Home Office 
L. J. Dougherty, Secretary and General Manager 


GUARANTY LIFE INSURANCE COMPANY 


Davenport, lowa 
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INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually or quarterly, 
INDUSTRIAL Policieg from $12.59 to “51,000.00, with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1922. 
Sa oseeeesears deg Sameccesseegbeseseseieeaeene ae 
aa Saag se snasios es vege cecusceseescsicss 28,512,821.50 


Assets 
Liabilities 


Peewee eeeeeeeeesons were eeeesereereecees 


seer ereeerseeces eee eer ee reeerseeseee 


ee rrr 
MNCS: FO COs vc csccccccccccceencseon 
Payments to Policyholders.................. 
Total Payments to Policyholders since Organization.....................++ «++ $30,051,860.92 


JOHN @. WALKER, President 
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Production’s Keynote 
Is Aggressiveness 


GENERAL AGENT QUOTES T. R. 


Makes Suggestions for Intensive, But 
Ethical, Cultivation; Spirit of Men 
in Field Can Win 





By Hugh D. Hart, Campbell & 
Hart, Managers Aetna Life, 
Little Rock, Ark. 


At the close of business in 1910, the 
total amount of ordinary insurance in 
force in the various companies in the 
United States was $13,227,213,168; 
while ten years later, that is at the 
close of the year 1920, the total amount 
in force was $35,299,292,000; or an in- 
crease of over $22,000,000,000 in a single 
decade. This is three and one-half 
times the increase in the insurance in 
force that is recorded for the preceding 
ten-year period. Certainly the decade 
upon which we have entered will show 
as large, or a larger, increase than the 
§22,000,000,000 increase which accrued 
between 1910 and 1920. This is the big 
business of the future that constitutes 
both a challenge and an opportunity for 
the life insurance companies of the 
nation. 

In Arkansas, we 
scratched the surface in procuring 
business. In fact, we are ashamed to 
admit that the per capita life insurance 
carried in our state is only $188. There 
was a total of $84,000,000 paid for in 
Arkansas last year by the seventy-two 
companies, of which our company ob- 
tained 8%. I do not cite this as a re- 
markable record, but if a company in 
the next ten years should undertake to 
obtain the same percentage of the na- 
tion’s business as we have obtained in 
Arkansas, then the total amount of 
business to be added to that company’s 
insurance in force, based upon the esti- 
mates above made, will be $1,700,000,- 
000. This is certainly not an impossi- 
bility. If an average agency like ours 
can get 8% of the business written in 
our state, why can’t a strong, aggres- 
sive company get 8% of the business 
written all over the United States, and 
thus add $1,700,000,000 in ten years to 
its insurance in force? 

Can Strive Hard For Business Without 
Sacrifice of Ideals 

Formerly it was suggested that a life 
insurance company could not enter upon 
an aggressive conquest for business 
without sacrificing some of its high 
ideals, Fortunately, however, a new 
business day has dawned in this coun- 
try, particularly in the realm of life 
insurance, and most men now recog 
nize that the old philosophy was wrong 
Which taught us that growth and mate- 
rial advancement were inconsistent 
With high ideals. On the contrary, we 
recognize in the business order of this 
feneration that right ideals are the sur 
est guarantee of material progress. Es- 
pecially does this apply to life insur 
ance companies hecause of the trustee 
relationship which they bear to their 
policyholders. Granting then that a 
company’s ideals will not be a_hind- 
rance to its growth, but rather an aid to 
freater expansion, let us examine, if we 
may, the methods that will enable a 
‘company to seize upon its great oppor 
tunity for increasing its business. 

lhe old theory under which most of 
the life insurance companies conducted 
their affairs was evidently this: That 
It was the function of the company to 
Provide liberal policies, equitable rates 
and financial stability as the tools by 
which the agency organization might 
secure business for the company in the 
field. I will not say that the American 
life insurance companies have laid too 
great emphasis upon the importance of 
proper financial methods and proper ac- 
tuarial methods—these are as funda- 
mental to the success of a life insurance 
company as character is to the success 
of an individual, but many of the com- 
panies did not fully recognize that there 


have’ scarcely 


is a third element in the success of a 
life insurance company that is just as 
necessary as the other two; namely— 
the agency organization. 


Indeed, I might add that the agency 
organization constitutes the first line of 
defense. It is in some sense then the 
most important of the three factors, be- 
cause without the agency organization 
there would be no need for the policies 
that are framed by the actuaries, and 
no funds for the financial department 
to invest. 


Improving the Sales Organization 


From the standpoint of the compa- 
nies, therefore, the chief constructive 
opportunity is to be found in the do- 
main of the sales organization. What 
can a company do to bring the sales 
organization to a point of greatest effi- 
ciency? 


1. It can recognize the value of the 
agency organization as a fundamental, 
component part of the company. Every 
officer and every employe should be 
saturated with the idea that in its last 
unalysis the agency organization is the 
most important part of the company. 
The mental attitude of both officers and 
employes should be influenced by this 
thought. 

2. Appoint a 


commission to study 





the best methods for securing and train- 
ing men for service in the sales organi- 
zation. 


3. Appoint a commission to work 
out a comprehensive training course of 
instruction, which will embrace not 
only the fundamentals of life insurance 
that a new agent should know, but par- 
ticularly the company’s characteristics 
that he should be familiar with; a 
course of instruction that will give to a 
new man a start in efficient life insur- 
ance salesmanship that will augment 
his confidence and effectiveness from 
the beginning. 


4. Appoint a commission to work out 
a system for securing prospects for the 
men. 

5. Establish an exchange informa- 
tion bureau at the home office to which 
each agent and general agent will be 
urged to contribute plans and methods 
that have been tested and proved ef- 
fective in securing business, this in- 
formation to be distributed to the gen- 
eral agents and the field men by the 
hcme office. 

Now what about the opportunity for 
the men in the field: With an aggres- 
sive spirit dominating a life insurance 
company, that same spirit will soon 
dominate the men in the field. One of 
our large American companies recently 


stated in a prominent magazine that 
only 7% of the economic value of the 
United States was insured. Another 
magazine recently made the statement 
that only 18 men out of every 100 of 
our total population carry life insur- 
ance. The state that has the largest 
amount of life insurance in force per 
unit of population has only slightly in 
excess of $800 per person. These fig- 
ures only too emphatically show us the 
opportunity and responsibility of the 
men in the field. If I should be asked 
to put into one word my conception of 
the domain in which jis to be found 
the opportunity of a company and its 
field men, I would epitomize it with 
the one word “aggressiveness.” It was 
this doctrine that Theodore Roosevelt 
expounded twenty-four years ago. 

“T preach to you then my country- 
men, that our country calls not for the 
life of ease, but for the life of stren- 
uous endeavor. The twentieth century 
looms before us big with the fate of 
many nations. If we stand idly by, if 
we seek merely swollen, slothful ease 
and ignoble peace, if we shrink from 
the hard contests where men must win 
at hazard of their lives, and at the risk 
of all they hold dear, then the bolder 
and stronger peoples will pass us by, 
and will win for themselves the dom- 
ination of the world.” 




















Ten Thousand Leads in One Month 


“It is the cooperation which I have had from the Union Central 
and its Officers that binds and ties me to the Company.” 


This is only one of the many expressions 
of appreciation received from our Agents. 
10,000 leads in one month were furnished 
from one circular alone. Such “Teamwork” 
insures success to Union Central Agents. 


For Agency relations write the Home Office. 


The Union Central Life Insurance Company 


Cincinnati, Ohio 























10 


THE EASTERN UNDERWRITER 





1 


November 16, 199)! 





Annuity Endowment 
Has Wide Application 


SPECIAL USE OF FEATURES 





George L. Dyer Illustrates Points of 
Columbian National Life’s 
Savings Contract 
The endowment annuity policy issued 
by the Columbian National Life of Bos- 





ton, has a number of special features 
which talk by 
G. L. Dyer, manager for the company 
at St. 
the 
Mr. 


policy as follows: 


were the subject of a 
Louis, at a recent conference of 
field 
Dyer illustrated the features of the 


company’s men at Boston. 


A young man of 30, buys an Endow- 
ment Annuity Policy maturing at age 
60, giving him at that time a life income 
of $100 monthly. The principal sum is 
$10,000 and for which he deposits an 
annual premium of $338.90. He has 
created an immediate estate payable to 
any designated beneficiary if he should 
die before age 60. Moreover he may 
designate the method of payment, mak- 
ing the $10,000 payable in a Jump sum 


or indefinite annual or monthly install- 


ments, 

But should he become totally and 
permanently disabled prior to age 60 
he will receive an income of $100 
monthly and the company will waive all 
future premium deposits. 


Should Reverses Come 

Should he meet with financial re 
verses before maturity of the policy and 
be thereby unable to continue payments 
he still will receive a monthly income at 
age 60, in proportion to the number of 
premiums paid. If he is forced to dis- 
continue his premium payments at age 
15, at which time he will have paid 15 
of the required 30, his paid up monthly 
life annuity, at age 60, will be equal 
to 1% of such paid up insurance—$58.00. 

When the insured attains age 60 he 
may accept any one of four settlements. 
First, $100 monthly income for life, 
guaranteed 10 years certain. If he dies 
before age 70, any designated benefi- 
ciary will receive the remaining pay- 
ments monthly. Second, $14,380 as a 
cush settlement being all of his pre- 
mium payments and 41% additional. 
His protection during the 30 year period 
will have cost him nothing. Third, 
$10,000 Paid Up Life Insurance, if then 
insurable, and $8,110 cash. 

He may designate the payment of the 
life insurance to any beneliciary either 
as a lump sum or in annual or monthly 
installments. He may thus have ready 
cash for immediate needs and still pro- 
vide for his dependents. Fourth, $22,- 
940 life insurance (subject to evidence 
of insurability satisfactory to the com 
pany)—a non-taxable estate payable to 
his beneficiaries in any manner he may 
select. This estate is 225% more than 
the amount he has paid in as premium 
deposits. P 

The Columbian National Life endow- 
ment annuity policy thus provides for 
every emergency. It assures an income 
to the insured or his beneficiaries that 
will meet their own particular require 
ments at the time the policy matures 
either as a death claim or a paid up 
endowment. 

Every man under 45 would like the 
provisions of this policy providing for 
a monthly income. Prospects among 
these young men are limited only by 
the proportion of them that are unable 
to pay the premiums. But any of them 
can pay some amount that will assure 
them a life income in proportion to the 
amount paid, with all the collateral 
benefits. 





SEEK 1,000 MEMBERS 
The Philadelphia Association of Life 
Underwriters is out for one thousand 
members by Thanksgiving. William L. 
Rice, Equitable, New York, chairman of 
the membership committee expects to 
reach the goal. 





tives. 


Independence Square 





THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it renders 
to its members and to its field representa- 


Back of your independence it is ready to 
stand as an economic bulwark. 


The Penn Mutual Life Insurance Co. 


Philadelphia 








WANT UNITED STOCK BACK 


Stockholders of New Hampshire Com- 


pany Enjoin North Atlantic Se- 
curities Corp. 





the 
Concord, 


stockholders — of 
Accident of 


Twenty-nine 
United Life & 


N. H., who surrendered their stock to 
the North Atlantic Securities Corp.. 
also of Concord, a holding company, 


in exchange for stock of the latter, ob 
tained an injunction in the New Hamp- 
restraining the North At 
lantic Securities Corp. from. transfer- 
ring or disposing of the shares surrend- 
ered and demanding that the securi- 
ties be returned, charging misrepre- 
sentation in connection with the ex- 
change. An injunction was also is- 
sued restraining the United Life & Ac- 
cident from transferring the certifi- 
cates involved. S. W. Jameson, who 
was deposed as president of the Unit- 
ed Life & Accident, is head of the 
North Atlantic Securities Corp. 


shire court 


CREATIVE 
SALESMANSHIP. 


HERBERT W. HESS 


practical suggestions. 


PRICE $3.65, POSTPAID 


86 FULTON ST. 





LIBERALIZES WHOLE LIFE 





Special Policy For Preferred Risks in 
Smaller Amounts; Commission 
Increased 10 Per Cent 





The International Life of St. Louis 
has increased the commission on its 
“Ordinary Life Preferred,’ which cor 
responds to the whole life policy writ- 
ten by a number of companies in 
amounts of $5,000 and multiples. The 
increased commission is ten per cent 
over existing contracts. 

The company has also decided to 
write this policy for smaller amounts 
making it available to a greatly in- 
creased number of preferred risks. 
This policy will hereafter be issued 
for a minimum amount of $2,000. 

Double indemnity and disability are 
also made available on this policy. 





The Rockville Development Co., of 
Rockville, Md., has been appointed 
agent of the Maryland Assurance suc- 
ceeding Cissel & Offutt. The company 
is composed of some of the most prom- 
inent men in Montgomery County. 


A Complete Short Course 
in Selling from a New 
Angle----The Twentieth 
Century Answer to All 
Sales Problems. 





SALESMANSHIP 





This book will open the eyes of business men, sales managers and salesmen 
to the unlimited possibilities in their particular lines when they approach 
and study their problems properly. 
needful for modern business survival and brings together in one volume 
the principles and practices upon which successful selling must be built. 
It is a new scientific approach to all distribution problems. 


Prof. Hess has based his work upon the bed-rock principles of successful 
business as it is carried on now and will be in the future. 
received the endorsement of many business men. 
writes: “If the average knight of the road would buy a copy of this book, 
spend his spare moments reading and digesting it and then go out and 
put its theories into practice, it would be difficult to say how far he might 
not go and what high goal he might not reach.” 


THE EASTERN UNDERWRITER 


CREATIVE . 


By HERBERT W. HESS, Ph.D. 


University of Pennsylvania 
Author of 
PRODUCTIVE ADVERTISING 


Illustrated. 339 Pages. 


It defines the human _ processes 


Filled with 


It has already 
The Buffalo Commercial 


Send Your Orders At Once to 


NEW YORK | 
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Experiences In 
Opening Territory 
ALFRED C. NEWELL REMINISCEN} 





How Columbian National Was Plante 
in South and in Few Years Led 
in Production 





At a recent business conference of 
the representatives of the Columbiay 
National Life of Boston, Alfred C. Ney. 
ell, manager of the company at Atlanta, 
told of his experiences during the nine. 
teen years that he has represented the 
company in the South. 

“My first knowledge of the Columbian 
National Life came through Charles Y, 
Fornes, then president of the Board of 
Aldermen of New York City,” said Mr 
Newell. “Mr. Fornes is still a director 
of the company. He informed me that 
a group of capitalists in Boston were 
about to start a life insurance com. 
pany. It was not long before I met 
the leaders of this group. 

“As a Southerner, born and bred, | 
knew how to talk the South and I knew 
even then how to talk Atlanta, so that 
when plans were made for opening up 
the Southern Department I was put in 
as Manager. Temporarily, I had five 
states,—Georgia, Florida, North Car. 
olina, South Carolina, and Alabama to 
look after (some territory). But as 1 
have told you, this youngster became 
grown almost over night. Promotional 
days are always full of pep, promises, 
and high purposes. 

“It was rether a difficult task to take 
a new company into a new territory. | 
have always made it a point of writing 
my friends first thing, so I convinced as 
many as possible to sign up. Then 
from the standpoint of pure salesman. 
ship, the argument of the efficacy of 





Massachusetts laws was always appeal. 
ing. And right here, if you let me di- 
verge, I want to repeat that we have 
the gréatest selling argument in the 
world—an unmatched combination— 
Massachusetts insurance and net cost. 

“However, we were writing both 
kinds in those early days—participating 
and non-participating. I neglected to 
say that one of the main inducements 
for my coming with the company, was 
that it was officered by young men. 
President Childs was still displaying 
his diploma from McGill University. 
Vice-President Sears was still drawling 
in Harvard localisms. Vice-President 
Prown had served an apprenticeship at 
the Boston Y. M. C. U., and afterwards 
held down a deputy’s desk in_ the 
Massachusetts State .Insurance Depart- 
ment. He was so boyish in appearance, 
that he cultivated a mustache to in- 
spire dignity. By the way, it gave us 
all added zeal to have a man from the 
Massachusetts Insurance Department to 
come in as secretary. Dr. John Phelps 
was very angular and of boyish de- 
meanor. Peter Tumblety was a frail 
little office boy. O, tempore, O, mores, 
Sic semper anno domini! ’ 

“Well, we finally got things golné 
down in Atlanta, and I am sure you will 
treat it as an historical rather than 4 
boastful fact, when I recall that we led 
all offices in the United States in paid 
for business for six successive years, 
from 1907 to 1912, and came second in 
1913 and 1914. Not until Tate, of Chi- 
cago, got under way, and Dyer, of 
St. Louis, began to challenge, did we 
give quarter. Now it seems that the 
cities are lining up in their populative 
proportions.” 





INSURE TRACTION PEOPLE . 
Life insurance policies for approx! 
mately 1,000 employees of the Capital 
Traction Company, a local surface Cat 
line, Washington, D. C., have just beet 
taken out by the company with the 
Metropolitan Life, and distributed to the 
trainmen, shopmen and office workers. 
The policies carry a face value of $500. 
Provision is also made for compensa- 
tion for those totally disabled in service 
and for nursing service without cost. 
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LORD DUNSANY’S FORMER MANAGER 
NOW AN AGENT IN NEW YORK 





Another personality of unusualinter- 
est has been added to the ranks of New 
york City life insurance men, a fra- 
ternity which includes men from the 
four corners of the world. This time it 
is Robert J. Williams (80 Maiden Lane), 
whose business largely goes with the 
Penn Mutual through the Hall & Mc- 
Namara agency and the Equitable Life 
Assurance Society through the Stuyves- 
ant Agency. Williams is going at a 
pace of about $600,000 a year. 

This agent was born in London, thirty- 


ROBERT J. WILLIAMS 


two years ago. After his student days 
he came to Western Canada, where he 
followed the star of Ralph Connor, 
through the lumber camps of the Cana- 
dian Rockies, gaining much inspiration 
from the religious work of the author 
of “The Sky Pilot,” “The Doctor of 
Crow’s Nest,” “Corporal Cameron,” etc., 
when Connor’s name was a byword in 
the advancing of better life into the 
Northwest. 


Goes To Tasmania 


Under the tutelage of Ralph Connor, 
Williams studied theology, and finally 
because of his experience in Canada, 
accepted a call from the Congregational 
Church, for similar work in Tasmania, 
the rough sparsely settled bush island 
off Australia. He labored there for 
three years, organizing twelve little 
churches, and finally when the World 
War broke out, enlisted in the Austra- 
lian forces as a private. 

Williams was in active service for 
four years and ten months, serving first 
in Egypt, then through the entire disas- 
trous Gallipoli campaign, and finally in 
all the later major engagements in 
France. He rose through the ranks by 
Intermediate steps to a captaincy in the 
Australian Overseas Force. Returning 
to Australia, he came back to this coun- 
try on a visit in 1921 to make a lecture 
tour with Lord Dunsany, the Irish dram- 
atist. But fate ordained otherwise, for 
Meeting an American girl whom he 
couldn’t leave, he was married in 1921, 
and is permanently making America the 
home of his adoption. 

Bob” Williams’ varied and adven- 
tureful experience, revolted at being 
tied down to prosaic industry. His only 
Capital was a complete independence of 
Spirit, a lot of knowledge of human na- 
ture, necessity, and a perennial willing- 
hess, good fellowship and a feeling of 
friendliness for the universe. He chose 
life insurance. His results are evidence 
that he chose well. 

That Williams uses imagination in his 





work, is evinced by the fact that he is 
conducting a booth in the Advertising 
Exposition at the 71st Armory this week. 
More than one hundred thousand people 
are there as the guests of the Advertis- 
ing Club of New York. Williams figures 
that it was a good chance to exhibit 
interest-creation designs about life in- 
surance and to give everybody a chance 
to know “Bob” Williams. 

Hall & McNamara said this week: 
“The outstanding feature of his work 
has been a display of steady exposure, 
as every client now on his books was 
unknown to him, the first of last March. 
His introduction has been ‘turning a 
door knob’ and a smile that wouldn’t 
wear off. The most powerful weapon in 
‘Bob’ Williams’ make-up is an absolutely 
unaffected friendliness, the disarming 
qualities of which are legion. Brisk, 
abrupt, critical openings of interviews 
have laid foundations for lasting friend- 
ships, even if immediate business did 
not result, for he makes no attempt to 
be a typical ‘First interview’ closer. He 
cultivates every opportunity without un- 
due commercialism, being more inter- 
ested in a permanent clientele built on 
service, than a sale jammed through 
and dominated.” 





USE TRUST PLAN PUBLICITY 





Buffalo Life Underwriters Use Essay 
Contest in Public Schools on 
Insurance Trusts 





Life insurance men of Buffalo, N. Y., 
are putting over a publicity campaign 
in cooperation with banks having trust 
departments. The campaign has taken 
the form of an essay contest in the pub- 
lic high schools of the city on the sub- 
ject: “How Life Insurance and Trust 
Estates Protect Our Homes.” Clinton 
Davidson, Connecticut Mutual Life, 
chairman of the committee announces 
prizes aggregating $350. 

In promoting the proposition and get- 
ting it before the high school pupils of 
Buffalo a motion picture was produced 
in Buffalo with many prominent Buf- 
falonians taking part. It was called 
“Everybody’s Friend” and described the 
need of life insurance and trust estates. 
This picture was shown in each Buffalo 
high school at the beginning of the con- 
test and a speaker who was an expert 
on the subject gave a lecture in the 
same program. 

The proposition had the cooperation 
of the Buffalo Chamber of Commerce, 
the Kiwanis Club and several luncheon 
clubs. 

Other insurance men on the commit- 
tee are: Newton FE. Turgeon, Union 
Central Life; C. F. Pierce, Phoenix Mu- 
tual Life, and F. A. C. Merrill, State 
Mutual Life. 





HALEY FISKE NAMED 


Haley Fiske, president of the Metro- 
politan Life, has been appointed treas- 
urer of the American Committee on 
Preservation of the Sacred Places in 
the Holy Land. The co-chairmen are 
Bishop W. T. Manning and Rev. Dr. 
Cc. S. Macfarland, general secretary of 
the Federal Council of Churches. The 
New York section chairman is George 
Gordon Battle, the well known lawyer. 





DAY STILL HOLDS RECORD 


Information reaching The Eastern 
Underwriter that the Darby A. Day 
agency, Chicago, of the Mutual Life 
of New York, paid for over $5,000,000 
in December, 1922, proved to be cor- 
rect upon investigation. In December 
1922. the Darby A. Day agency paid 
for $5,279,000. It thus has the honor 
of the highest achievement in paid for 
business in one month. As printed in 
The Eastern Underwriter last week, 
W. W. Klingman, operating from St. 
Paul for the Equitable Life Assur- 
ance Society, paid for $4,650,522. 

















THIS YEAR ; 
New England Mutual Life Insurance Company 


of Boston, Massachusetts 


Completes Four-Score Years of Public Service 





This Company, the First Mutual, is 
Young in Spirit and Progressive in Action 


1843 


Eightieth Business Year 
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| PHILADELPHIA LIFE INSURANCE CO. 


Home Office Building: 


111 NORTH BROAD STREET, PHILADELPHIA, PA. 
President, CLIFTON MALONEY 
ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CONTRACT 
TO REPRESENT THIS COMPANY. 

FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE HAVE 
AN INTERESTING CONTRACT TO OFFER, BACKED BY 
REAL CO-OPERATION. 

JACKSON MALONEY A. MOSELEY HOPKINS 

Vice-President Manager of Agencies 

















INCORPORATED 1899 

PROTECTS THE ENTIRE FAMILY 
This Company issueg all modern forms of policy contracts from BIRTH to 60 years 
next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue 
and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, and 
are guaranteed by State Endorsement. 


A HOME LIFE POLICY BRINGS 
PEACE OF MIND TO THE 
MAN WHO LOVES HIS FAMILY 


BASIL S. WALSH, President P. J. CUNNINGHAM. Vice-President 

JOSEPH L. DURKIN, Secretary JOHN J. GALLAGHER, Treasurer 
DR. E. BRYAN KYLE, Medical Director 

INDEPENDENCE SQUARE PHILADELPHIA, PA 











HOME LIFE INSURANCE COMPANY of AMERICA 

















Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was 
the first American legal reserve life insurance company to 
pay cash dividends. For more than seventy-five years it has 
consistently made dividend returns to policyholders, and, 
except for an occasional slight decrease in schedule, has 
maintained an upward trend in its returns. 

In 1922 the Company paid in dividends to policyholders 
$30,046,105. 

Its dividend scale for 1923 was increased from 7 to 10% 
(according to plan and age), and it has set aside for 1923 
dividends to policyholders $32,832,839, equalling about 34% 
of the amount of 1922 premium receipts. 








For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York City 
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THE MISSOURI-MASSACHUSETTS 
SITUATION 

The attempt on the part of Superin 
tendent Hyde to oust all Massachusetts 
companies from Missouri by reason of 
the fact that the laws of Massachusetts 
do not permit individuals to transact 
the business of insurance, is not new 
in theory, but to be successful in such 
an attempt would indeed be an innova- 
tion. Similar attempts have been made 
in other states. 

The retaliatory law of Vermont, gen- 
eral in terminology, was held by tie Su- 
preme Court of that State to apply only 
to companies of like classification, and 
that the extent of retaliation which shall 
be imposed upon or required of an in- 
surance company, organized under the 
laws of another state or country, which 
correspond in amount to the fees, etc., 
imposed by such other state or country, 
must be imposed against an insurance 
company of the same classification and 
not otherwise. (Fidelity & Deposit 
Company vs. Brown, 92 Vt. 390, 104 Atl. 
234.) The same reasoning is held in 
State vs. Fidelity & Casualty, 39 Minn. 
Rep. 538. 

If the act introduced on behalf of the 
Department in Missouri at the last ses- 
sion of the legislature had been passed 
giving to it the right to oust companies 
of other states for no reason other than 
refusal to license a Missouri company 
or insurer, the constitutionality of such 
an act would be exceedingly doubtful. 

There is a marked distinction between 
the right of a state te exclude or de- 
termine the terms of admission of a 
foreign corporation not already within 
its borders and the right to oust a cor- 
poration which has already come into 
the State in compliance with its laws 
and has acquired property of a fixed 
and permanent nature. In Southern 
Railway Company vs. Greene, 216 U. S. 
R. 400, it was held that it would be an 
unconstitutional denial of the equal pro- 
tection of the laws under the Fourteenth 
Amendment to subject a foreign cor- 
poration, which has already come into 
the state and acquired property to a 
new and additional franchise tax for the 
privilege of doing business which is not 
imposed on domestic corporations. A 





greater inequality would be presented if 
the retaliation sought to be enforced 
would amount to an ouster of corporate 
insurers by reason of the failure of the 
State of Massachusetts to recognize the 
right of individuals to engage in the 
insurance business—-Missouri corpora- 
tions being permitted to transact busi- 


wness in Massachusetts. 


So much for the legal aspect. It does 
not improve the situation much. It does 
not remove the fact that the Hyde ad- 
ministration is not alone among the 
states in believing that the reciprocal 
system should be admitted to all states 
just as it is now to most states. Mas 
sachusetts companies now are the vic- 
tims. If the Hyde administration wins 
out, there may be other targets, includ- 
ing New Jersey. Some other states may 
follow Missouri’s lead. 

The reciprocal inter-exchange system 
of transacting insurance has been in 
vogue in this country for a great many 
years. They were recently classified 
into six groups: First, those who con 
fine their writing to sprinkler equipped 
policies; second, those who specialize 
on lumber risks; third, those who con- 
fine their writings to concerns in a sin- 
gle class or a series of classes; fourth, 
those writing a general line of mercan- 
tile risks; fifth, automobile insurance 
exchange; sixth, those writing casualty 
insurance only. 

The total cash assets of these recip- 
rocals at the end of 1922 were $45,819,- 
000. Their net cash surplus was $24,- 
600,000. Net premiums or assessments 
received were $38,400,000 and they paid 
about $18,000,000 in net losses. These 
figures show a business of great mag- 
nitude and as many of the reciprocals 
have been successful, some unusually 
so, many of the leading men in the in- 
surance business, especially in the life 
insurance fraternity, cannot understand 
why there are certain states which have 
no laws permitting but regulating the 
operation of reciprocal insurance. 

Among the stock fire people them- 
selves there is some division of opinion 
about the merits of the system. The 
chief criticism is that they are frequent- 
ly one man institutions and too much 
authority is given to the attorney-in- 
fact. Some of officials draw al- 
most unbelievably high incomes. There 
is a large body of fire insurance men, 
however, which believes that all states 
should admit reciprocals if the states 
themselves erect necessary safeguards 
for the protection of the insured. One 
expert sums up the situation in the fol- 
lowing sentence: 

“There should be fixed by law a 
standard of financial responsibility.” 

The chief criticism has been aimed at 
the automobile reciprocals and this same 
authority offers the suggestion of the 
following: 

Minimum requirements for these re- 
ciprocals: 


these 


File with the insurance commissioner upon 
making application for license and annually there- 
after, 

(a) Statement showing all classes of automo- 
bile insurance to be written; 

(b) Copies of all policies 
used; 

(c) Plans for making rates for all the different 
classes, which rates should be adhered to with- 
out discrimination between subscribers; 

(d) Membership and/or policy fees, if any, to 
be charged; 

(e) Compensation to attorney-in-fact, limiting 
the cost to subscribers, including policy fees, if 
any, to an amount satisfactory to the supervising 
state officials; ; 

(f) Limits of liability to be accepted upon 
each class; 


and riders to be 


(g) An affidavit that applications have 
received from at least 500 subscribers. 

(h) If liability and property damage insurance 
is to be written, an additional cash fund to any 
other funds for fire, theft, etc., insurance, to be 
maintained by the management or deposited in 
escrow under conditions that it cannot be with 
drawn as long as policies or claims of this class 
are outstanding, in an amount not less than five 
times the maximum liability insured against in 
any one accident; the amount of such fund to 
be adequately and proportionately increased in 
the case of exchanges writing an exceptionally 
large volume of business. 


been 


For compensation reciprocals this 


same authority offers these suggestions: 
a sufficient number 


should be secured having a payroll 
vive a reasonable distribution of 


Sefore beginning business 
of members 
adequate to 
liability. 

Assessment liability of 
some sort of limitation. 

‘The organization should be compelled to charge 
standard rates and should have a comprehensive 
system of accounting. 

Supposed savings should not be 


members should have 


paid out in 


cash until the true cost of the insurance is 
known without any reasonable doubt 
Expe nse ot operation, other than claim ex 


pense, should be absolutely limited to not ex 
ceeding 30%. The fund should be in the ecu 
tody of responsible trustees ‘here should be 


filed with the insurance department copy of the 
policy form. 

The law should also provide: For 
process on the insurance commissioner or upon 
the attorney-in-fact; for a reserve for unearned 
premium deposits, equal to 50% on annual, and 
pro rata on Jonger terin contracts, without de 
duction of commissions or cther charges; for an 
annual report in detail of assets and_ liabilities, 
income and disbursements; for the exchange to 
be subject to examination by the insurance com 
missioner; for corporations to have authority to 
become members of reciprocal insurance organi 
zations; for violation of the law to be punishable 
as a misdemeanor, by a fine of from $100 to 
$1,000; for a certificate of authority to operate; 
for°a tax upon the premiums collected at the 
same rate as paid by other classes of insurance 
organizations; for the attorney-in-fact to be ad 
quately bonded; for a governing committee con 
sisting of at least five members to have authorita 
tive charge of the finances and affairs of the 
exchange; that service upon, or court verdicts 
against, one member, shall be equally binding 
upon all members, including pro rata share of 
costs and charges; that no policy shall be issued 
except to a member who has signed a uniform 
power of attorney or agreement. 


service of 


There is a belief in the insurance bus!I- 
ness that the legislative situation rela- 
tive to reciprocals in Massachusetts 
might have been changed with time and 
that Commissioner Hyde has rushed 
matters rather precipitately. In other 
words, that the laws of the state could 
have been amended in such a way as 
to settle this controversy. In a speech 
in Boston on Saturday Commissioner 
Monk said that he had merely in- 
terpreted the laws of the state as they 
existed and applied these laws to the 
facts as the found them 
without reference to the reciprocal 
parties involved and without any con- 
sideration whatever of the merits or de 
merits of the reciprocal plan of insur- 


department 


ance. In other words, that reciprocal 
insurance was not on trial. 
The situation should not be viewed 


too pessimistically. Undoubtedly, there 
Some outstanding 
the 


commissioners of 


is some way out of it. 
figure will and 
Both the insurance 
Massachusetts and Missouri are sincere 
and can be depended upon to watch the 
public interest and not permanently 
estrange the comity between the states. 
The suggestion is that there be a con- 
ference of all parties interested, includ- 
ing stock companies, reciprocals, depart- 
mental officials, life insurance compa- 
nies, and non-agency mutuals. Undoubt- 
edly, from such a conference would 
spring a recognition of the fact that the 
public interest is a bigger interest than 
any internecine fight. 


arise point way. 





H. R. Maher, of the Roanoke, Va 
brokerage firm of Rutherford and Ma- 
her, left for Mexico last week to be 
best man at the marriage of his broth- 
er, Arthur Maher, a New. York news- 
paper man, to the daughter of an Am- 
erican consul in that country.- 


— 








ry 


The Human Side 














JOHN L. TIERNON, JR. 


John L. Tiernon, Jr., of the firm of 
Tiernon & Co., has been appointed 
chairman of a special committee by 
the Buffalo Association of Fire Under 
writers, to investigate sites and ar. 
range for plans for an insurance ex 
change building to be constructed in 
Buffalo. It is planned to construct 
such a building to provide office space 
for at least all of the fire and casualty 
offices of the city. Fenton M. Parke, 
of Parke, Hall & Co., and Frank W. 
Kiske of Armstrong-Roth-Cady (Co, 
are the other two members of the com- 
mittee. 

* * & 

S. T. Whatley, whose appointment 
as manager of the life department of 
the Aetna Life at Chicago was an- 
nounced by The Eastern Underwriter 
recently, the appointment being made 
in carrying out the policy of concen 
tration that the company decided upon 
in September, is a native of Alabama. 
He received an A. B. degree from the 
University of Alabama at twenty. His 
first business experience was in an in- 
surance office writing general lines, 
where he became interested in the life 
insurance branch. Later he went. with 
the Massachusetts Mutual Life as spec- 
ial agent at Birmingham. In 1911 he 
was field superintendent for the Reli 
ance Life of Pittsburgh and later he 
was transferred to the home office as 
supervisor of the home office agency. 
He joined the Aetna Life organization 
only last July as associate manager at 
Pittsburgh. He was president of the 
Pittsburgh Life Underwriters’ Associa- 
tion until his transfer to Chicago. New 
and larger offices have been taken I 
the Illinois Merchants Bank Building. 

% ae * 


William H. Daniels, for many years 4 
member of the board of directors of 
the Buffalo Insurance Company, has 
been elected a member of the hoard 
of trustees of the Erie County Savings 
sank of Buffalo, one of the most im 
portant savings institutions in the 


east. For half a century Mr. Daniels 
has been an important figure in the 
commercial life of Buffalo. He is sole 
owner of the famous music firm of 


Denton, Cottier & Daniels. 

Colonel Joseph Button, Virginia Com 
missioner of Insurance, has been elect 
ed president of the Churehmen’s Le 
ene of Richmond, succeeding Lewis 
Williams. prominent attorne) of that 
city. Colonel. Button is a vestryman 
All Saints Episcopal Church and 38 
otherwise prominent in Episcopal at. 
fairs in Richmond, 
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, | Fire Insurance Department This agency, with unequalled facilities 


for Westchester County, is in a positién to 


The Hydes of Miussour1 give Brokers an unusually good service. 


Representing Forty-Five Fire and 
Casualty Companies. 
Most Discussed Figures in Insurance Arena 3520 on your phone will bring all the information 
Today; Who They Are and What They Have eal sei 
Done to Make Them Centers of Interest; 


Background of Reciprocal Fight KNOX, LENT & STEVENS 


The two outstanding figures in the Massachusetts. INCORPORATED 


: ance news of the day are br rs. Starting with fire and casualty insur- 
ee ee ee eee ance the controversy has taken in the GENERAL INSURANCE 


They are Governor Arthur M. Hyde and 
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Superintendent of Insurance Ben C. and mutual life insurance companies White Plains 15 Court St. New York 
Hyde, of Missouri. They are in com-_ being for the moment drawn into the Successors to the Insurance Business of Tibbits, Prince & Ripley, Inc. 
plete harmony on their insurance views. web of tanglements. Then the New 
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MARSHALL & STERLING, INC. 
Poughkeepsie Trust Co. Building 
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vg Telephone 8271 
Under 
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ected in We furnish insurance Engineering and Prevention Service gratis en 
a Fire and Compensation risks. 
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years 4 
poe of i> i ————— Incorporated 
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their contentions; nor is it a defense 
of any particular system of conducting 
insurance. 

Both the stock companies and the 
reciprocals’ representatives have dis- 
cussed the points at issue at length, the 
counsel for the National Board of Fire 
Underwriters having delivered an ad- 
dress covering many columns of the 
daily papers of Missouri, and present- 
ing with strength and lucidity the stock 
company viewpoint. 

Hydes Say They Are Defending State 
Rights and State Interests 

While on the surface it looks as if 
the Hydes are the mouthpieces of the 
reciprocal system, at the same time 
there are many people in Missouri who 
have known them for long who maintain 
that it is more of a state’s right strug- 
gle than anything else; that both Hydes 
regard Missouri as one of the great sov- 
ereign states, whose people are being 
discriminated against. Governor Hyde 
on several occasions has stated most 
emphatically that neither he nor his 
brother is interested directly or indi- 
rectly in any reciprocal insurance or 
ganization in Missouri, other than as 
state officials it is their duty to assist 
in every legitimate way the home in- 
surance companies of Missouri regard- 
less of their form of operation, whether 
reciprocal, mutual or stock. 

Doyle-Hyde Controversy 

The last time that Governor Hyde so 
declared himself was in his answer to 
the speech of C. J. Doyle, of the Na- 
tional Board’s counsel made by the lat 
ter before the Missouri State Insurance 
Agents’ Association at Excelsior 
Springs, October 6. 

There was no mistaking what Doyle 
meant when in the concluding moments 
of that speech he answered Governor 
Hyde’s most favorable comparison of 
reciprocal insurance rates in Missouri 
with those of the stock companies, in 


explaining why he had not issued a 
Fire Prevention Proclamation Week 
proclamation for the state. Doyle 


then said: 


“The statement of the Governor in 
his further assaults in declining to aid 
in the fire prevention movement or to 
follow the proclamation of the Presi- 
dent of the United States, may have 
been surprising, but his conclusion, in 
which he gives a clean bill of health 
to the reciprocals, commending one 
branch and one plan of a trade ques- 
tion, was not surprising. We have no 
quarrel with them and felicitate and 
congratulate them upon their special 
representative.” 

Neither could there be any mistaking 
of what the Governor meant when he 
answered that thrust by Doyle, for he 
resorted to a very short and most ugly 
word in rebuttal. 

Governor Hyde’s Entrance Into Arena 

The first onslaught on the insurance 
companies was on September 20, 1921, 
when Governor Hyde declared that the 
profits of the insurance business of the 
state were enough to run the state gov- 
ernment and construct highways at a 
cost of $50,000,000 every two years; 
that as chief executive he had two 
duties to perform “regarding these 
companies and their enormous profits.” 
His first duty, he continued, was to ob- 
tain “fair rates to the people of this 
state.” Then he added: 

“My second duty will be to develop 
insurance companies in this state own- 
ed by Missourians. I am determined 
that the rates shall come down.” 

Appointment of Ben C. Hyde 

A few days later—on October 5—Ben 
C. Hyde took his oath of office as in 
surance commissioner. Now as to that 
appointment. 

It is not charged or believed that 
either the Governor or the Superintend- 
ent are interested financially in any 
reciprocal insurance company or _ bu- 
reau or association. It is not denied, 
however, that they have been friendly 
with reciprocal men for years. Prior to 
his appointment as superintendent Ben 
C. Hyde was in the investment broker- 
age business in Kansas City, close to 
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SPRINGFIELD 


Fire & Marine Insurance Company 
SPRINGFIELD, MASS. 


ALWAYS include a SPRINGFIELD policy— 
“IT PAYS!” 


Cash Capital 
$3,500,000.00 


























and associated in other business ven 
tures with Thomas H. Mastin, Charles 
M. Howell and other men prominent in 
the reciprocal affairs. It is also known 
that the reciprocal interests of Kansas 
City contributed liberally to the cam- 
paign fund of Arthur M. Hyde when he 
was making the race for Governor. In 
this connection it is also stated that the 
reciprocals played safe, donating to 
both the Republican and Democratic 
state ‘fund, but returning with a sec- 
ond contribution to Hyde when indica- 
tions pointed to his victory. 

Prior to the general state election of 
November, 1920, certain reciprocal in- 
surance men of Kansas City are quoted 
as having boasted they would name the 
next superintendent of insurance for 
Missouri no matter whether the Demo- 
crats or the Republicans won, 

The Boley Campaign 

B. W. Boley, a prominent young at- 
torney of Kansas City and a member of 
the law firm of Garret, Howell & Boley, 


(Howell, a brother of Charles M. How- 
ell) was the choice of the reciprocals 
for the insurance superintendent’s job, 
Ben C. Hyde was the most active ad- 
vocate of Boley and obtained some 600 
signers to a petition urging his appoint- 
ment by Governor Hyde. He acknowl. 
edged to newspaper men of the state 
that the only request that he had made 
of his brother was that he name Boley 
to the job. He said that he knew Boley 
very well, and considered him thorough. 
ly qualified in every way to fill the post 
with ability and honor and for that 
reason was supporting him for the job. 

Naturally, the stock insurance inter- 
ests opposed Boley’s appointment. 
Former Mayor Frederick H. Kreismann 
in St. Louis and Homer B. Mann, of 
Brown, Mann & Barnum Insurance 
Agency in Kansas City, directed the 
fight against Boley. Up to that time 
Ben C. Hyde’s name had not been men- 
tioned for the post. There were a few 

(Continued on page 28) 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 
John Kay, Vice-Pres. and Treas. 
A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J 
Organized 1855 


Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$2,250,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities .. 9,004,301.01 


Net Surplus 4,436,386.20 





Total ....$15,690,687.21 


Policyholders Surplus, 
$6,686,386.20 





Henry M. Gratz, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and Treas. 
Davis G. Vaughan, Secretary 
A. H. Hassinger, Secretary 
Welle T. Bassett, Secretary 


’ THE 
Girard F. & M. 
INSURANCE CO. 


of Philadelphia 
Organized 1853 


Statement January 1, 1923 
ASSETS AND LIABILITIES 
Capital ...$1,000,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities ...  2,665,678.50 


Net Surplus 1,110,233.48 


Total .....$4,775,911.98 


Policyholders Surplus, 
$2,110,233.48 














Nea] Bassett, President 
John Kay, Vice-Pres. and Treas. 
John A. Snyder, Secretary 
A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 


of Philadelphia 
Organized 1854 
Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$ 600,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities ... 1,916,251.22 


Net Surplus 945,537.10 


Total .....$3,461,788.32 


Policyholders Surplus, 
$1,545,537.10 














H. M. Schmitt, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and Treas. 
Thos. A. Hathaway, Secretary 
A. H. Hassinger, Secretary 
Welle T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa, 
Organized 1866 

Statement January 1, 1923 
ASSETS AND LIABILITIES 
Capital ...$1,000,000.00 


Reserve Rein- 
surance und 
and all other 
liabilities ....  1,829,033.00 


Net Surplus 1,452,589.00 


Total  As- 
sets ....$3,781,622.00 


Surplus to Policyholders 
$2,452,589.00 
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: $ 474,930.00 


I'THIN a week’s time a staff of seven adjusters, with 
headquarters at the White Cotton Hotel, Berkeley, Ad- 
justed and Paid 204 Distinct and separate claims, sustaining a 


eross loss of $474,930.00. 















































Prompt and satisfactory settlements of this nature, even after 
a conflagration, are made possible by the great financial 
strength of The Home of New York whose name for seventy 
years has been synonymous with STRENGTH, REPUTA- 
TION and SERVICE. 


THE HOME company NEW YORK 
| ELBRIDGE G. SNOW, President 


The Largest and Strongest Fire Insurance Company in America 
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Automobile Co. to Make 
Crop Insurance Probe 


COVERAGES WILL BE DEVISED 


Victor N. Valgren, Now Head of U. S. 
Agricultural Finance Division, 
Heads New Department 








One of the most important insurance 
unnouncements of the year was made 
this week by the Automobile Insurance 
Co., a member of the powerful Aetna 
Life group. It is to the effect that the 
Automobile will start an exhaustive in- 
vestigation of crop insurance possibil- 
ities. Victor N. Valgren, economist in 
charge of the Division of Agricultural 
Finance, United States Department of 
Agriculture, has been obtained to head 
the new department, which the com- 
pany will establish December 1 to con- 
duct the investigation. 

Mr. Valgren, a native of Sweden, is 
one of the foremost agricultural experts 
in the United States, and has been con- 
nected with the Department of Agricul- 
ture since 1915. In addition to being a 





V. N. VALGREN 


practical “dirt farmer,’ he holds de- 
grees from Harvard, University of Min- 
nesota and University of Chicago. Asa 
specialist in agricultural economics, in- 
surance, and commercial geography, he 
has taught these subjects in universities 
in Minnesota, Kansas and Nebraska. 


Why Inquiry Is Being Started 

Charles H. Remington, vice-president 
of the Aetna Affiliated Companies, dis- 
cussing the application of insurance 
principles to the farmer’s hazards, 
pointed out, in connection with the 
study to be made by Mr. Valgren, that 
while the business of farming involves 
many risks, the farmer has been left to 
face them with nothing more substan- 
tial than the comparatively meagre re- 
serve he may have accumulated in his 
more prosperous years; and that when 
c1op misfortune does overtake him, the 
savings of a life-time frequently are 
swept away in a season. 

“It is not strange,” continued Mr. 
Remington, “that he should wonder why 
the protection afforded by insurance 
should be denied him; particularly 
when he notes that almost every form 
or loss faced by those in commercial 
pursuits is insurable. With but negli- 
gible exceptions, the only insurance 
protection the farmer has been able to 
procure is that against loss through 
hail storms.” 

Mr. Valgren, according to Mr. Rem- 
ington, will study the farmer’s problem 
from every angle and attempt to devise 
insurance coverages protecting him 
from such hazards as deficient or exces- 
sive moisture; from storms and frosts; 





ARTHUR J. MIDDLETON 


SPECIAL AGENT 124 E. GENESEE ST. 
NEW YORK STATE SYRACUSE, N. Y. 











The Agents 
and the Annex 


‘ton high-grade agency men be 
xpected to stand forever the 
pernicious and unfair ‘‘Annex’’ 
system ? 


Is not INSURANCE best served 
when represented by substantial, 
trained, expert agents! And is not 


the PUBLIC! 


“No Annexes’’ is the expressed 
policy of the Central Fire Insur- 
ance Company of Baltimore. We 
believe that this means success and 
service for both company and agents. 


INTRA 
FIRE INSURANCE 


COMPANY 
BALTIMORE 


Joun P. Lauper, Pres. Cras. H. Kopretman, V. Pres. Cuas. H. Rotoson, Jr., Secy. 





SURPLUS TO POLICY HOLDERS $1,640,758.05 


Report by Insurance Department of Maryland for 1922 
“The Company adjusts and settles its losses promptly and with justness and fairness.” 











HERBERT M. BENJAMIN 


SPECIAL AGENT 205 WALNUT PLACE 
PENNSYLVANIA PHILADELPHIA, PA. 











a 
from hail and hot winds, and fro, 
various insect and animal pests. 

While corn, wheat, oats and othe 
major grain crops will be subjected ; 
an exhaustive investigation by Mr. Vg| 
gren, he also will study means wher. 
by insurance can be written to proteq 
the cotton planters, the citrus fry; 
growers, the tobacco crop, and _ suc 
risks as rice, potatoes, flaxseed, berrie 
and other products of the soil. 


120 Companies Now Write Hail 

Hail insurance, according to Mr. Rem. 
ington, is now written by more than 1% 
different insurance companies, and 
responsible for annual premiums ey 
ceeding $20,000,000. He continued: 


Tobacco growers have largely taken adya 
tage of the insurance protection offered they 
against hail. This year the Connecticut Valley 
Tobacco Growers Association applied for ha 
insurance on the 1923 crop. About ten compi. 
nies joined in underwriting the risk. The pr 
sults were very satisfactory indeed, both t 
the growers and to the companies. 

as experience has shown, it is possibl, 
to insure tobacco growers against hail, I se 
no reason why some feasible plan to insur 
all other farmers and agriculturists againg 
hazards beyond their contro] cannot be de 
vised. In view of the progress made by insur. 
ance in many other fields, it. hardly seems 
possible that crop insurance will be the mean; 
of blocking its strides. 





COMMISSIONERS MEET DEC, 3 





Laws and Legislation Committee t 
Hear Reports on Important 
Questions 


Superintendent of Insurance of Ohio, 
Harry L. Conn, chairman of the Com. 
mittee on Laws and Legislation of the 
National Association of Insurance 
Commissioners, has given notice that 
the committee will meet Monday, De. 
cember 3. 1923, at the Hotel Astor, 
New. York City, for the consideration 
of matters now pending and such new 
subjects as may be within the commit. 
tee’s jurisdiction. 

The commissioners named by Super 
intendent Conn to report on pending 
matters to the full committee are: 

“Mutual or Co-operative Companies’ 

Wells, Minnesota; Squires, California, 
and Miller, District of Columbia. 

“Appointment of Automobile Deal 
ers and others, as insurance agents’- 
Wade, North Carolina, Moore, Oregon 
and Cooper, Maryland. 

“Uniform Classification of Insurance 
Companies, ete. - Monk, Massachi 
setts, Smith, Wisconsin and Kendrik 
lowa. 

“Multipla Lines’ -— Stoddard, Jr 
New York, Maxon, New Jersey aii 
Hardin, Oklahoma. 





LAW WITH CENTRAL FIRE 





Made Special Agent For Virginia and 
District of Columbia 

Lealis T. Law has been appointed 
special agent for Virginia and the Dis: 
trict of Columbia, with headquarters 
at Richmond for the Central Fire. ? 

The Central has been entered in Vit 
ginia since 1877 and has been contin- 
vously represented by one firm in 
Richmond, Messrs. Julius Straus & 
Sons. Mr. Law, who has had a col 
prehensive field experience in both 
Virginia and North Carolina, comes to 
us from an Atlanta General Agency 
representing the Providence-Washiné- 
ton and the Camden. 

SWIFT & CO. WIN SUIT 

Swift & Company, meat packers 
won a reversal in the United States 
circuit court of appeals at Richmonl 
last week in a case in which the New 
River Hardware Company of Hinto 
W. Va., had been allowed damages : 
the sum of $100,000 against it ape 
of loss from a fire ascribed to its neg 
gence, the fire having started in an 
joining plant which it was erect 
The reversal was based on the ge! 
cal point that L. T. Cox, who pi 
building the plant was an indepe® “" 
contractor and not an employe © 
Swift & Company, as the lower co 
held. 
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‘cled ¢ 
ir. Val 
where. Recent dissatisfaction with the use This may sound like an impossible take into consideration in other cases no form of use and occupancy insurance 
protec} and occupancy form now in use and its situation, but in the case of — Com- the fact that Saturday is a shorter to be used that does not provide’ a 
is fru;} application in adjustment of losses has pany’s store, while they have a fluc- working day than other days of the daily limit. Therefore, it becomes nec- 
id suc} crystalized itself in some concrete, con-  tuating earning form and the relative week. essary for the companies if they are 
berries} structive criticism from agents and percentages of business is varied for Another reason that we think of now’ willing to grant this change to take 
prokers. One such criticism, and com- each month, it is impossible to state a for the per monthly limit instead of such action through the underwriters 
Hail jng from an unusually influential pro- fair per diem limit for each day and be the per diem limit is that certain lines as will permit it. 
duction channel, grew out of the ad- sure that when the loss occurs and of business really requires this. Take Another feature that does not ap- 
ir. Rem justment of a loss in the East. A digest previous records are examined that this for example a newspaper company; pear to be just to us is one that re- 
han 12 of this particular adjustment is shown situation will not occur. here is a case of 365 working days to cently came up in regard to a manu- 
and i} in the accompanying box. One improvement would be to elimi- the year. We, of course, realize that facturing plant, where the loss shut 
IMS ex The criticism of this particular loss nate the per diem limit and make a_ provision is made for concerns that down production completely for three 
ued: is found in the accompanying article. monthly limit which would add up to work every day in the year, but never- days. The assured had properly com- 
n adva It is to the effect that the present uni- 100 for the twelve months. In this way theless the per monthly limit would puted the amount of use and occupancy 
igh form form of use and occupancy is in- allowing for daily fluctuations during properly fit the needs of this case as_ insurance to be carried on a basis of 
for hi; adequate. the months to be taken care of by the far as the number of working days is the plant being completely shut down 
a oo Suggested Improvements percentage for the entire month, which concerned. The per monthly limit would for a full year. On account of its being 
| bolt 1 Having disposed of the criticism of can be very accurately determined, and also take care of another feature which possible to eliminate very little over- 
” this particular loss, a general discus- il they are not out of business for a is very important in this particular case. head for the three days shut down, it 
i pet sion of the standard form with sug- : ——————————— $$ was found that the amount of insur- 
to’ insur§ gested ee eee herewith cet = ae hee penne Bogor ep = 
s againtf The Eastern Underwriter presents these S f L U d 0 | hat perhaps but one-half of the actua 
eyo. viewpoints at considerable length be- tatement 0 OSS on se an ccupancy | loss sustained was payable under the 
ly seems cause of the wide general interest in policy. 
he means the subject, and because the comments of A Situation Which Would Occur 
are from such important sources as to If we use a parallel in a building loss 
warrant their having this hearing. Th —_ C that would most nearly correspond to 
EC. 3 Another feature, which does not ap- e ompany | the three days shut down of the plant 
; pear in the attached adjustment, but = —————————————— = —————— as just outlined, a situation like this 
ittee tof which would be most likely to occur would occur. 
nt in a large retail merchandising risk, is Boas 1923 A floor of the building is so damaged 
as follows: ; _ tis , Sound Value Loss as to require replacement. This floor 
An assured in arriving at the per Sound Value and Loss as agreed based on as part of a complete structure com- 
of Ohio, f diem liability figures up what his loss records of assured modified by adjusters. prises perhaps one-twentieth of the en- 
1e Com.) would be for a full year and divided by Average normal production 59.66 units per day tire cost of erecting the building, but to 
n of the 300, thus arriving at an average daily DM MME a hve cass ca cua env kukaan 50 put a new floor in the place of the dam- 
surance fF amount. This amount is understood to Daily profit $59.66 “ .50...... $29.83 aged or destroyed one, instead of cost- 
ice that be an average, but in an extreme case Daily fixed charges... Pe 30.00 ing one-twentieth of the replacement 
lay, De. it is conceivable that a loss adjustment ; ae value of the entire building would nec- 
1 Astor § made after business had been resumed $59.83 essarily cost a much bigger fraction, 
ideration might show for one day a loss of only Annual profit and fixed charges say possibly one-fifteenth. 
uch new 80% of the per diem limit, and the next pent eg” ae $17949.00 $17949. If the loss was settled in the same 
commit. f day 120% of the per diem limit. During six weeks partial sus way as the three-day use and occu- 
Less Inconsistencies pension 36 days: pancy loss, the companies would ask 
y Super The criticism of this particular ad- Normal production .........6.. 2148 units the owners of the building to accept 
pending | justment in brief is as follows: Ws ih cicuenerasosissess 1428 units only one-twentieth of the amount of 
are: “First—It will be noted that under ot la Rs their policy and leave the assured to 
npanies” the partial loss clause of the policy the Loss of production............. 720 units carry the bag for the balance of the 
alifornia, J assured is enabled to collect but $402.23, LOSS Of PROlity 720) SC GOA ca c cd ucvwecuciewwaativs $360. loss, a situation which is obviously con- 
ia. whereas $567.56 was expended in an Overtime payroll to get production........... 567.58 927.56 trary to present day good insurance 
le Deal J effort to reduce the loss. - $$$. practice. 
gents” “Second—It will be seen that the es- Sound Value and: BOs... csceccccisicccccecceas $17949. The simplest way to correct this, in 
~ Oregon timated sound value was $17,549, which Limit of Liability: our opinion, is to eliminate the per diem 
is based on 300 times the amount of Fractional loss of production... 720 limit and to provide a form to pay the 
nsurané 108s that would have been sustained by ‘beset actual loss sustained, with a co-insur- 
lassacht a total suspension for one day. A glance 2148 ance clause that requires the company 
Kendrik at the application of the partial produc- Per diem liability ............. 33.33 to pay only that proportion of any loss 
tion clause will show that insurance 720) that the amount of policy bears to the 
lard, Jr equal to about 25% more than $17,549 : ee ree $402.23 Limit of Liability loss that would be sustained if the plant 
“sen will be necessary for the assured to col- 2148 was shut down for an entire year (a 
om lecUligventine Jods OF $927-56, Dist fole 4 £8 4 4 2 22 a ecealcceeels , Adjuster. fairer period would be the length of 
lows because in the equation-—-720/2148 ; time required, using due diligence and 
FIRE X $33.38 & 36 equals limit of liability— Insurance and Apportionment dispatch, to rebuild and re-equip the en- 
the only variable is $33.33, and, there- No. of Pol. Insures Pays tire premises and resume full produc- 
ginia and fore, theiamount of the insurance must kc vccacdeacvecccccccseadaceere ee soumees $ 2000 $80.45 tion). , ' 
be increased to such a figure, which eo ..................... .ccusnvecccceeece 1500 60.33 Another Feature Which Needs Revision 
divided by 300 will give a figure in lieu ~— ..........00.. ete ak ahh se a eres 2500 100.55 Another feature that needs revision 
appointed of $33.38, Witch ‘when multipllGd DY «bv kdcccecccncwcecacaciececacecsecdeabes 3000 120.67 To that part of the forms which re- 
1 the Dis the fraction Tee ee ee hen ebchbe waves deastesnbahccaanennanees 1000 40.23 fers to partial suspension of business 
daquart®ts $927.56. This calculation shows re- —--- —_—— should be added the words, “And/or 
Fire quired insurance of about $23,000. $10000 $402.23 production of goods.” It seems to us 
d in Vit “It will, we believe, be conceded that that something of this kind should be 
ss ° tin an assured in calculating how much in-  _ added to the present form. The form 
nm con: surance he would require for full pro- now in use without this change is con- 
firm : tection in the event of either a total or Whole month the loss would be taken ‘The profits from the daily issues and  strued to give the insurance companies 
Straus & 4 partial loss (without giving perhaps care of by the “proportionate part from the Sunday issues are naturally the benefit of the sales of any finished 
d a com. due consideration to the operation of thereof” clause in the form. very wide apart. Certain sections of product on hand after a fire, thereby 
in both the partial loss clause) would, assum- Five Day a Week Operation Not the Sunday issue are printed several reducing the amount of the use and oc- 
comes © Hing that the insured property could all Unusual days in advance of the regular news  cupancy loss. On the contrary, how- 
l Agency be replaced in less than one year’s time, Further, in certain lines of business sections. Some of the advertising, ever, under the form as now worded, 
-Washins- carry insurance certainly not in excess in certain sections of the country, it is which is a very important item in the’ the insurance companies are not liable 
of, in the case of the Company, not at all unusual to operate but five profits of the business, is also undoubt- for any loss due to damage or destruc- 
17,949, but, following the recommenda- days a week. In a business of this edly printed in advance. Therefore, as- tion of any finished product. 
UIT ' lion of most circulars that we have read kind it is, of course, manifestly unfair sume that some small fire occurs on say If the companies are not liable for 
packers on the subject, the amount would be to calculate the amount of insurance on a Saturday night, which prevents the loss due to damage or destruction of 
ed States very much less than that, based on the the basis of 300 working days to the completion of the Sunday issue of the finished product, they most certainly 
Richmon tlimination of a great many fixed year. Instead, the amount should be paper. This would mean the loss of should not be given the benefit of such 
1 the NeW charges which would not necessarily regulated on the daily limit multiplied not only the work that would ordinarily finished product in reducing their loss 
yf Hintot Continue in the event of total destruc- by 250 as the approximate number of be done on the day when the loss oc- on account of total or partial suspen- 
amages  § tion of the property.” working days to the year, or, better curs and thereafter until repairs were sion of business. 
it because The company, having determined this, still, such insurance should be written completed, but would also mean the loss Should not finished product in every 
) its negli agrees under their contract that they on a per monthly limit. of a certain amount of work which was’ case of a manufacturer be treated as 
in an Will pay the actual loss for the first If written on a per monthly limit, done prior to the fire, from which latter though the ownership had been taken 
erectité day, Which is less than the limit in the with such limit multiplied by twelve work, from the nature of the business, over, as it is in some cases, by another 
he techn! Policy, which is less than the actual to determine the amount of insurance’ there would be absolutely no return to’ concern, say a subsidiary sales corpora- 
who was loss; {, e., the companies have a “Heads to be carried, the insurance written in the assured. tion, which attends to the sales of the 
dependet! I Win and tails you lose” position which that form will take care of not only the The Stamping Office is held down finished product of the parent manufac- 
nploye © is impossible to justify to the assured. five-day week schedule but also would’ very precisely by the “book” to prevent turing concern? 
ywer CO 
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In this connection we will take a 
local oil refining company as an exalm- 
pie. In this case the oil Company spent 
a very large amount of money tor a 
tank farm in order to have the {facili- 
ties to accumulate a surplus of their 
product during the dul) season and in 
anticipation of the larger business in 
the busy season. When they invested 
a large amount of money in this tank 
farm, they, of course, had no thought 
that they were doing something to re- 
duce the loss under any use and occu- 
pancy insurance they might carry, but 
nevertheless a number of well-known 
underwriters and loss adjusters have 
advanced the opinion that if they had a 
loss the finished product in storage 
would, under the terms of the use and 
occupancy form now in use, have to be 
used in filling orders, thereby material- 
ly reducing and perhaps entirely wip- 
ing out any loss claimable under the 
insurance, 

This would quite surely happen if 
production was suspended or diminished 
by fire during the dull season, and it 
could probably happen during the busy 
season, if at the time of the fire the 
oil company had a good supply of fin- 
ished product on hand. 

The Finished Product 

We have mentioned this case simply 
as ab example, and we think that what 
we have said in regard to it is more or 
less true of any large manulacturing es- 
tablishment where at times there is a 
considerable amount of finished product 
on hand. 

In the case of the oil company, we 
suggested that the difliculty could be 
overcome by forming a separate sales 
corporation, but the oil companies were 
not wiiling to do that to take care of 
the technicality that could be overcome 
by a few words, if the insurance com- 
panies would agree to it. 

It seems to us that this matter of 
finished product is as clear as anything 
could possibly be. If it were not advis- 
able for manufacturers to accumulate 
at different periods a surplus of fin- 
ished product, it would then go without 
saying that the manufacturers would 
not invest large amounts of capital in 
storage facilities. 

Why could not the matter of the fin- 
ished product be taken care of in the 
use and occupancy form by inserting 
therein a condition that for all purposes 
in connection with the insurance fin- 
ished product should be regarded as 
owned by other parties? 

The provision requiring “or using 
other property during the time occu- 
pied in repairing or reconstructing the 
property described herein, the net 
profits so earned shall be applied to the 
reduction of the loss, ete.” would, taken 
literally, work a hardship on the as- 
sured in the case of a large department 
store of several fire sections or a chain 
store with several geographically close 
locations, each specifically insured, in 
that a fire in one section or in one store 
would requisition the earning capacity 
of the other sections or stores to re- 
duce the loss (assuming a diversion of 
customers from the burned to the other 
sections or stores) and this diversion 
and other temporary expedients used to 
hold the business output up to standard 
would have a destructive effect on sales 
long after the period of indemnity had 
ceased at the burned location. The 
policy should be amended to recognize 
and pay direct losses that may be sus- 
tained subsequent to the period of res- 
toration and repair. 

You suggested in our discussion that 
a full description of just what items of 
expense, etc., that should be considered 
as entering into a use and occupancy 
loss would be of advantage in the uni- 
form form. We some time ago, in con- 
nection with one of our risks, prepared 
the following: “The term ‘use and oc- 
cupancy’ as used herein means not 
profits plus general maintenance cost 
to the extent of taxes, rent, heating, 
light, power, attendance, premiums for 
insurance pro rata, any expenses in- 
curred for the purpose of reducing the 
loss under this policy or for the pur- 
pose of resuming business as promptly 





There are All Kinds of 
Buyers 


ES, there are all kinds of buyers. There’s 

the cocksure buyer who knows it all, the 
overbearing type. There’s the flighty fellow 
who agrees with you in everything as if you had him 
at the pistol point. You leave his office with his promise 
to “think it over’. In an hour he ’phones you a brisk, 
positive “No!” (He can always muster courage over 
the telephone). And too, the 
suspicious buyer who can’t be hurried, who is over- 


you'll recognize, 
cautious, who will argue and argue till the cows come 
home, and then decide to ‘“‘stand pat” for another year. 


You’ve met these and other types many times. You 
know them well. /f you were to develop specialty class 
lines for immediate as well as future profit you could 
hardly fail to meet these buyers’ requirements. Take 
Riot and Civil Commotion Insurance as an example. 
Every buyer of fire insurance is a prospect. The stand- 
ard fire policy states that: “This Company shall not be 
liable for loss or damage caused directly or indirectly 
by invasion, insurrection, riot, civil war or commo- 
tion: * * * * or by explosion * * * * unless fire en- 
sue, and, in that event, for loss or damage by fire only.” 


These are specific hazards beyond the scope of a fire 
policy. Your client must be protected under a separate 
policy. The rates are low 

when the rates are trebled. 


unless a strike ts tmminent, 

The cover is broad. The 
risk is considerable. Now study your man and his 
needs. Offer him complete protection through one or 
more of the class lines here listed. True, there are all 
kinds of buyers—and there are also all kinds of 
insurance. 


Fire Pestal 
Automobile Profits 
Tornado Transportation 
Sprinkler Leakage Commissions 


Explosion Strike, Riot and 





Use and Occupancy Civil Commotion 
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OF AMERICA 


Executive Offices: 1 Pershing Square 
42nd Street at Park Avenue, New York, N. Y. 


Western Department 


CHICAGO 


Southern Department 


Pacific Coast Departmens 
NEW ORLEANS 


SAN FRANCISCO 





THE COMPANY WITH THE “L & L & G” SERVICE 





as possible, salaries, or wages of en. 
ployees retained in order to properly re. 
sume the normal business of the jp. 
sured with the same quality of servic 
as existed immediately preceding th 
fire and/or damage by lightning, an 
other expenses which must be incurre 
in order to maintain the business 9). 
ganization in as efficient condition a 
existed immediately preceding the fir 
and/or damage by lightning.” 

In wording the 100% co-insuraneg| 
clause, referred to as being a desirab} 
substitute for the present “partial gyg.| 
pension” clause, this same definition of| 
use and occupancy would not be fajy| 
because obviously neither such item as 
“expense incurred for the purpose | 
reducing the loss nor such charges and | 
expenses as would disappear following 
a total destruction of the _ property 
should enter into the “sound value” jy 
the application of the co-insurance 
clause. 

In phrasing the co-insurance clause, 
why would it not be fair to give the 
assured the choice (as in rental value 
policies) of guaranteeing contributing 
insurance equal either to the use and 
occupancy sound value for one year or 
for the time that would with reasonable 
diligence and dispatch be required to 
rebuild and restore the insured prop. 
erty to the same operating efficiency as 
existed before the fire, if totally 
destroyed? : 

We want any help we can get in con. 
nection with this form, for in its use 
as it now stands the protection afforded 
is in most cases too limited and the 
adjustment of losses unsatisfactory. In 
fact this office and other large offices 
with whom we have discussed the mat: 
ter are loath to recommend use and 
occupancy coverage under this uniform 
form in many cases where use and oc 
cupancy protection is needed. 





C. G. SMITH HEADS ANOTHER 














Made President of American National 
At Reorganization; Strong List 
of Directors 





C. G. Smith, president of the Great 
American, was elected president last 
week of the reorganized American Na- 
tional Insurance Company, of Columbus, 
Ohio. The reorganization was effected 
following the purchase of the company 
several weeks ago by interests con- 
nected with the Great American. The 
number of directors was increased from 
nine to seventeen, and in conformity 
with the state law a majority of them 
are Ohio residents. A majority also 
are identified with Great American it- 
terests. The chairman of the board 
is Chauncey B. Baker, retired, vice- 
president of the Market Exchange Bank 
of Columbus. Other directors include: 

Cc. S. M. Krumm, attorney, Ohio Na- 
tional Bank, Columbus; Oscar A. 
Schenck, president of the Market Ex 
change Bank; Samuel McRoberts, presi- 
dent of the Metropolitan Trust Co. 
New York; Arthur O. Choate, of Clark, 
Dodge & Co., New York; Earl D. Babst, 
president of the American Sugar Refin- 
ing Company, New York; Jackson BE. 
Reynolds, president of the First Na 
tional Bank, New York; Judson Har- 
mon, former Governor of Ohio. In ad- 
ition to Mr. Smith the officers of the 
American National include: vice-pres!- 
dent, Jesse E. White; vice-president 
and secretary, John A. Dodd; secretary, 
George E. Kretch; assistant secretaries, 
FE. P. Gustafson and A. W. Fleming. 





GIBSON LEAVES CENTRAL FIRE 

Frank H. Gibson, secretary and su- 
perintendent of agencies of the Cel: 
tral Fire Agency, Inc., has resigned 
after being with that agency for nearly 
five years. He will announce his fu 
ture plans in a few days. 





The annual meeting of the Insut 
ance Square Club will be held Decem- 
ber 3. An entertainment and dance ; 
scheduled for December 7 at the Hote 
Pennsylvania. 
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Syndicated Papers 
For Local Agents 


AS SERVICE 





TO CLIENTS 





How Advertising Agency in Baltimore 
Came to Bring Out Insurance 
Paper for Agencies 





local insurance offices have 
tried the experiment of pubiishing lit- 
tle service papers for distribution 
among their clients. Generally a pa- 
per of this kind that is adequate is 
more costly than an agency is willing 
to put into it. A solution of this ob- 
jection has been successfully met by 
a syndicated insurance paper issued by 
the advertising agency of Van Sant & 
(o. of Baltimore, who operate “The 
Insurance Publicity Service’ for this 
purpose. This syndicated paper is call- 
ed “Protection,” but it is not to be con- 
fused With the paper of the same name 
published by the Travelers of Hart- 
ford. | 

In the summer of 1920, Riggs, Ross- 
mann & Hunter, Inc., one of the larg- 
est insurance offices in Baltimore, ap- 
proached Van Sant & Company, their 
advertising counsel, with the idea of 
getting out a monthly paper, having 
found that such advertising had done 
more than anything else to build good- 


will for the office. Van Sant & Co. 
investigated the possibilities of the 
idea and with their insurance clients, 
found that the cost of preparing, edit. 
ing and publishing such a monthly pa- 
per was too much for one insurance 
office. 

The suggestion was made that a syn- 
dicate be formed, that other insurance 
offices be invited to participate in the 
plan and in this way greatly reduce 
the cost of publication to all members 
of the syndicate. With this object in 
view, Van Sant & Co. organized “The 
Insurance Publicity Service’ and took 
over its management, 

The first invitation to join the syn- 
dicate was sent out in the fall of 1920. 
The response was very encouraging, 
twenty-six offices immediately co-oper- 


Many 


ating to use “PROTECTION.” In Jan- 
uary 1921, the first syndicated issue of 
“PROTECTION” was issued. Since 


that time, more than a hundred offices 
have become members of the syndicate 
and nearly a million and a half copies 
of “PROTECTION” have been printed 
and circulated. 

The individual insurance office using 
“PROTECTION” carries its own name 
and address on the first page, usually 
under a line “Published by.” The pa- 
per has all the appearances of actually 
being prepared and published by the 
office using it. Each month “PRO- 
TECTION” contains different interest- 
ing articles on insurance, all of them 
written with the idea of placing before 
an office’s customers and prospects tha 


benefits that accrue from insurance 
properly handled. The object of “PRO- 
TECTION” ig very weli set forth in a 


box which 
every issue, 


appears on page two of 


Protection of lives and property 
must come from individual effort 
toward minimizing. risks. 


Financial protection can be bought 
by insuring against monetary loss 
from material disaster. 


This paper is published to bring 
Vividly before you the variety of 
hazards and the benefits which 


Will accrue from insurance proper- 
ly handled. 


NO ONE KILLED 


More About Accident in Scranton, Pa.; 
Was Not Fault of Car, Says 
Driver 





In the columns of -The Eastern Un- 
derwriter under the date of September 
28, there appeared an item under the 
head of “No Credit for Four Wheel 
Brakes,” in which it was stated that 
underwriters reported a serious acci- 
dent at Scranton, in which the front 
wheels of a Buick locked and the car 
turned turtle, killing three people and 
severely injuring others. 

Upon investigation it has been learn- 
ed that the car which figured in the 
accident in Scranton was operated by 
a woman who has since signed a state- 
ment to the effect that no one was 
killed and that several passengers were 
only slightly bruised. The driver of 
the car further stated that the accident 
was in no way due to the fault of the 
car and that she has placed her order 
for a new Buick equipped with four 
wheel brakes to replace the one which 
was damaged. 








Fire, Marine, Windstorm, 
Automobile, Sprinkler tan 


, » Riot and Explosion In- 
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JAMES J. GARLAND, 514 Eighth Ave., Brooklyn, Special 
LOMTHERN NEW JERSEY 
F. BUELL, Troy, N. Y., Caneat AGED, cccccccee soccoccsesesseN BW YORK STATE 
z 2 PARMELEE, Syracuse, N . ¥., Special Agent...............NEW YORE STATE 
H. H. PORTER, Special (NM Ss ctdsacnaaavanssenaseedadaaamaads ROCHESTER, Bw. Y¥, 
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National Fire Insurance Company 


OF HARTFORD, CONN. 
Statement, January 1, 1923 


CRUSE ele WEP Bic ascasassscacesiccasshesncs eccccccceccccccocs $ 2,000,000.08 
RESERVE FOR ALL LIABILITIES. ............cccccccccsses 19,525,218.56 
TRUE UD eas dcavacdscecocauncsecesceuccendecacecces seeccees 8,350,064.24 
CONTINGENT RESERVE FUND..........ccsccsceecssees esse 500,000.00 
PRIN ED 6sincenddnsssdcsanweacsseccqesasaasauacdssnsekvceneasauaseds 30,375,282.80 


TOTAL SURPLUS TO POLICYHOLDERG...... 


H. A. Smith, President 


S. T. Maxwell, Secretary R. M. Anderson, Abst. Sec’y 
F. D. Layton, Vice-President 
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Theodore Roosevelt 


“One flag, the American flag; one language, the 
language of the Declaration of Independence; one 
loyalty, loyalty to the American people.” 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK..N.Y. 


HENRY EVANS 
CHAIRMAN OF THE BOARD 


JAMES A .SWINNERTON 
PRESIDENT 
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THE PEACE PLAN THAT FAILED 





Ua 


At the invitation and request of the National Association of Insur- 
ance Agents, a conference between committees from the Company or- 
ganizalions and a committee from that Association was held to consider 
the unfortunate situation into which Western Insurance affairs have 
suddenly been plunged and the interests of many agents jeopardized. 
The following plan, as outlined by the Chairman of ‘the Agents’ Com- 
mittee, was ur rged by the Committee representing the agents as a solu- 
lion of existing difficulties. 
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“The Union declares that it stands unequivocally upon the 
cardinal principle of uniform commissions supported by separa- 
lion. 

The Bureau declares that it stands unequivocally upon the car- 
dinal principle of anti-separation supported by its scale of com- 


PEELE 


missions. 
These positions, divergent as they are, if maintained, prevent 
the successtul conclusion of this Conference. 


Are these conditions of sufficient magnitude to render futile 
this great undertaking in which we are now engaged? We believe 
that they are not. 

In an effort to establish a common ground and for that pur- 
pose assuming a measure of responsibility, we now present to this 
conference our views. 

Whatever may be the possibilities of the future and however 
desirable, we believe that under present conditions the organized 
companies operating in this territory cannot now be affiliated 
under one underwriting organization. 

We agree that the integrity of all clear agencies should be 
maintained inviolate. 

We believe it is a bad practice for companies to pay or for 
agents to accept differential commissions in the same agency. 

We believe that the status of so-called mixed agencies should 
be as fixed by the joint Conference Agreement heretofore in oper- 
ation between these two company organizations, except insofar as 
the same may have to be amended to meet statutory enactments. 

We respectfully submit this platform as one calculated to re- 
establish confidence among companies and to preserve the integ- 
rity of agency representation. 

To vitalize this platform and to stabilize its operations, we 
endorse the proposal of a trilateral arbitration committee composed 
of representatives of The Union, the Bureau and the National 
Association of Insurance Agents, the jurisdiction of which shall 
embrace fundamentals relating to agency representation and 
compensation.” 


NAAT 





THE WESTERN INSURANCE BUREAU accepted without reserva- 
tion the recommendations of the agents’ committee, in their cffort to 
effect harmony, and for conserving the interest of the agents and save 
them from confusion, embarrassment or loss. 


What do you think, Mr. Agent? 
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Pleasant Reunion 


At Waldorf Dinner 


STATE ASSOCIATION AFFAIR 
Fortieth Anniversary; J. W. Wood, 
Special Agent of New Hampshire, 


Elected President 





The Underwriters’ Association of New 
York State—training school par excel- 
lence for underwriters and executives of 
the first rank—-celebrates once every 
five years with a banquet in New York 
City. It was forty years old on Tuesday 
and a brilliant gathering of field men 
and underwriters, including company 
presidents and United States managers, 
turned out for the occasion. There was 
a most pleasant meeting of the clans, 
exchanges Of reminiscences, many de- 
lightful old acquaintances renewed. 

Then when the visiting was over and 
the dinner had been served the guests 
listened to a number of excellent 
speeches, including those of Superin- 
tendent Stoddard, of New York; Frank 
L. Gardner, president of the agents’ as- 
sociation in this state; and Claris 
Adams, an orator who appeared on the 
horizon not so long ago and since then 
has been in great demand. This is his 
second New York appearance, his other 
one being before the National Board of 
Fire Underwriters. W. H. Stevens, as 
told elsewhere, could not appear in per- 
son, but his address was read. W. D. 
Hunter, special agent of the Westches- 
ter, armed and equipped with his fa- 
mous Harry Lauder lilt, was the able 
toastmaster. 


Election of Officers 

Earlier in the day J. W. Wood, of 
the New Hampshire, had been elected 
president of the association; P. B. Jar- 
vis, of the Security, first vice-president; 
R. F. Van Vranken, of the Home, sec- 
ond vice-president; N. ©. Rowland, Mich- 
igan Fire & Marine, chairman of the 
executive committee. 

Members of the executive committee 
to serve for three years: George Brin- 
ley, of the Hartford; F. C. Masoner, of 
the Connecticut; S. L. Porter, of the 
Glens Falls, and Lyman C. Poole, of the 
Liverpool & London & Globe, to suc- 
ceed L. C. Breed, who has resigned to 
accept a position at the home office of 
the National, of Hartford. 

The following members of the execu- 
tive committee have one or two years 
yet to serve: F. S. Lindsey, of the 
American of Newark; H. W. Birchard, 
of the Insurance Company of the State 
of Pennsylvania; H. S. Richards, of the 


New Brunswick; J. G. Currie, of the 
Automobile, and G. F. Krank, of the 
Hanover. 

Colonel Stoddard paid a tribute to 


the state association, and in discussing 
responsibilities said: 

“In consideration of being permitted 
to combine to fix and maintain rates 
you have a further responsibility which 
cannot be shirked. You owe it to the 
public to conduct your affairs upon the 
most economical basis compatible with 
efficiency. Your economies must reach 
further than the mere administration of 
your organization. They must extend 
to the elimination of waste in the mul- 
tiplicity of agents and in the exercise 
of a control of commissions to prevent 
the competition either of the agents or 
of the companies from indulging in ex- 
cessive commission payments which in 
the last analysis must be paid by the 
public, 

“There is no apparent reason why 
Commissions paid in one section of the 
State should not be uniform with com- 
Missions paid in other sections where 
similar conditions prevail. If the rates 
permit the payment of excessive com- 
missions, it must follow that those rates 
are excessive. The charging of exces- 
8ive rates is something that your or- 
Banization should not permit. If your 
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work is properly performed and you live 
up to your responsibilities to the public, 
there will be no necessity of invoking 
the provisions of the law, which auther- 
ize the superintendent of insurance to 
pass upon the adequacy and the reason- 
ableness of your rates.” 


Gardner Pleads for More Care in 
Selection of Agents 

In his talk President Gardner said in 
part: “As agents we are working hard 
to improve the service that we render 
and while doing that we sometimes fear 
that the companies do not always real- 
ize how necessary it is when we see 
some of the new agents they appoint. 
When a new risk is offered to the com- 
panies they look up the fire and mer- 
cantile record, and try to get a report 
on the physical condition. If the com- 
panies were as particular about new 
agents we are sure a lot of them never 
would be appointed.” 

The tithe of Mr. Adams’ talk was 
“Public Service and Private Profits.” 
His paper will be printed in The Eastern 
Underwriter next week. 


J. J. HOEY CHAIRMAN 





Heads Insurance Division in 1923 
Christmas Seal Campaign of N. Y. 
Tuberculosis Society 


James J. Hoey, of Hoey & Ellison, 


has earned quite a reputation as a cam- 
paign manager. After successfully 
piloting ten candidates for the Supreme 
Court to victory in the recent election 
he has now undertaken another cam- 
paign, in which he is enlisting the sup- 
port of those engaged in the insurance 
business. He has accepted the chair- 
manship of the Insurance Division of 
the 1923 Christmas Seal Campaign of 
the New York Tuberculosis Society and 
in connection therewith has addressed 
the following letter to a number of in- 
surance firms in New York City: 

Have you ever come in personal con- 
tact with that dread disease, Tuberculo- 
sis? Undoubtedly you remember young 
men and women of your acquaintance, a 
member of your own family, perhaps, or 
a neighbor or business associate, who 
fell a victim to the great white plague. 

Tuberculosis, which can be prevented 
and cured, causes more illness and 
death among workers than any other 
single disease. Will you help curb the 
spread of tuberculosis in New York and 
assist those who have contracted the 
disease? If so, I appeal to you to in- 
terest yourself in the work of the New 
York Tuberculosis Association in its 
fight on tuberculosis by sending me a 
check, large or small as you can afford, 
for a supply of the little Christmas 
seals which support the work of the 
association. 

In addition to its service to individ- 
uals the New York Tuberculosis Asso- 
ciation will advise any business organi- 
zation, upon request, concerning the 
care of any employe who has developed 
tuberculosis or is in danger of contract- 
ing it. This association has been doing 
splendid work in the community in dis- 
seminating information regarding the 
prevention of tuberculosis and in assist- 
ing those who have the disease. 

You may be assured that your contri- 
bution will be wisely and effectively 
used. Seals to the amount of your 
order will be delivered to you by the 
association immediately upon your re- 
turning to me the enclosed card. 


W.H. Stevens Pleads For 
Spirit of Compromise 
WALDORF TALK TUESDAY NIGHT 





Comments on Union-Bureau Break and 
on Recent Activities of Super- 
intendent Stoddard 


In this very practical world of ours 
much is owed to the spirit of com- 
promise which, although generally re- 
maining inglorious, at the same time 
is entitled to a substantial modicum of 
recognition. 

That is the text of a clever talk that 
was written for the Waldorf dinner of 
the Underwriters’ Association of New 
York State on Tuesday by W. H. Stev 
ens, president of the Agricultural Insur- 
ance Company of Watertown, N.Y. 
Mr. Stevens was unable to be present 
on account of illness and his address 
was read by Secretary Stoddard. Tak- 
ing up the subject of the break between 
the Western Union and the Western 
Insurance Bureau, Mr. Stevens said: 

“If large national questions seem sus- 
ceptible to peaceful settlement, what 
may not be promised regarding the mat- 
ters of limited area and trifling bearing 
ov life that business affairs, mostly 
questions of the distribution of dollars, 
present? 

The Western Union and Western 

Insurance Bureau 

“Out west there has recently been a 
sort of cataclysm. Two large fire un- 
derwriters organizations, each contain- 
ing a group of competing companies, 
fought one another for years, giving and 
receiving no quarter, and their lack of 
cooperation perpetuated many costly 
evils in the business. A few years 
since the folly of their course was over- 
come by a sane spirit of compromise. 
Neither side received all it wanted and 
both sides made concessions, and since 
that time, to my mind, although many 
evils existed and bad faith and trick- 
ery had not entirely disappeared, the 
general course of our business was 
much smoother, more profitable and 
generally better than it had been. Re- 
cently this co-operation has been dis 
continued and the uncivilized conditions 
of unrestrained war have reappeared, 
I am not sure [I know the whole story, 
but so far as it has come to me the 
break was due to some such questions 
as whether Chicago agents should be 
allowed to adjust their own losses, and 
whether certain arguments should be 
submitted only to meetings of the full 
organizations instead of to a conference 
committee. 

“Now both these questions have fea 
tures of importance. One of them, at 
least, seems to me to admit but one 
answer. But I look at them as ques- 
tions involving no ethical considera- 
tions and though I should do it with 
regret, yet I could, without moral 
shame, more easily surrender my judg- 
ment and preference than I could vote 
to set the business back to the old state 
ot lawless war and unrestricted chaos, 
and thus almost hopelessly postpone the 
day I had hoped for, when we would 
reconcile all our differences, to the ad- 
vantage of companies, agents and the 
public.” 


Colonel Stoddard 
The speaker then turned to certain 
enlarged powers of insurance super- 
vision and administration and along 


these lines said in part: 
“While I cannot allege that we wel- 


come with joy the interference with 
our business that New York State now 
imposes, we must be proud that it has 
resisted the pressure for control of 
rates and expenses by its own ukase 
that the more radical spirits must have 
exerted upon it, and that our Superin- 
tendent has not yet gone farther than 
to effect a compromise that promises to 
prevent, if there were such a prospect, 
greedy and _ uncontrolled monopoly, 
while it leaves to us opportunity to use 
our judgment in fixing the prices at 
which we are willing to sell our goods. 
Since there is no way to ascertain the 
cost of our goods before we sell them 
and our only guide is an average that 
requires large numbers of risks and 
years of experience even to estimate, 
I do not quite see that the public would 
be sure of its protection or of equal 
treatment if the companies were not 
permitted to combine experiences. But 
such permission unlimited, though it 
has in the past been well controlled by 
non-cooperating competition, contains 
the possibilities (remote, to be sure) of 
monopoly and it is not a cause of won- 
der that the public does not implicitly 
trust us. Strangely, they seem to con- 
ceive that we are much like other peo- 
ple. 


“So, so far as it has gone, while I 
rather dread the interference of the 


state in our affairs and wish the good 
old days were here again and there 
was no ground for fear that another 
step, and heavier, might be in prospect, 
| find myself rather forced by my prin- 
ciples to accept a compromise, and a 
compromise | must consider the state’s 
action- when | recall what Missouri, for 
instance, with a loss ratio of 80%, is 
threatening to do to us and what Mis- 
sissippi tried to do (and partially suc- 
ceeded). Nor can we easily conjecture 
why our own state government happens 
to select a year that produced a 63% 
loss ratio as the year when it specially 
felt the need to guard its citizens 
ugainst our greed.” 





TO EXTEND BUTTON’S POWER 


Virginia Commissioner May Be Allow- 
ed To Supervise Insurance 
Placed By State 


Commissioner Button will be given 
supervision of insurance placed by the 
State of Virginia if the forthcoming 
legislature which convenes early in 
1924 passes a bill which it is under- 
stood, is to be introduced with that 
purpose in view. The understanding is 
that the bill would provide that the 
various boards would still be empower- 
ed to place the insurance on the 
institutions under their control as 
heretofore but the commissioner would 
check up on the forms and look after 
other technical details in connection 
with the issuance of the policies and 
their renewal. Governor Trinkle is un- 
derstood to be favorable to the propos- 
al to give Commissioner Button super- 
visory powers in such matters. 

Should the State decide to carry its 
own insurance, as has been suggested, 
such a decision would of course nul- 
lify the purposes of the proposed bill 
giving the commissioner supervisory 
powers. The Insurers Guaranty Cor- 
poration of Richmond recently endeav- 
ored to sell the State one of its con. 
tracts whereby it proposed to super- 
vise all policies carried by the State 
for 5 per cent of the premiums but 
the proposition was rejected. 


NEWARK PLAN FAILS 
As this issue went to press it was 
reported that the Newark Fire Insur- 
ance Society had not succeeded in se 
curing the necessary signatures to make 
effective the proposed agency limitation 
plan for Newark. One large group of 
companies, with headquarters in New- 
ark, stood in the way, and rendered im- 
possible securing the signatures of com- 
panies writing 90% of the Newark pre- 
miums. Yesterday was the last day 

set for lining up the companies. 
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Chicago Conference 
Ends in Disagreement 


COMPROMISE OFFER FAILS 





Neither Bureau Nor Union Willing Yet 
to Yield on Divergent 
Viewpoints 





After seriously considering for three 
days two partisan proposals and one 
compromise offer, the conference at the 
Hotel La Salle in Chicago of the West- 
ern Union, Western Insurance Bureau 
and the National Association of Insur- 
ance Agents adjourned Saturday with- 
out coming to an agreement. On the 
surface the situation respecting the 
break in the middle west is the same 
as before the conference, and appar- 
ently the efforts of the National Asso- 
ciation were of no avail. 

However, the wide-spread praise for 
the National Association’s move has 
not altogether been premature. All 
sides express the view that something 
constructive was accomplished in pav- 
ing the way for further meetings, and 
it is possible that an agreement is not 


far off. The subject of excepted cities, 
the big sore spot in the commission 


battle today, was not touched, and once 
that is cured the other troubles will 
heal quickly. Ultimately there will be 


one big company organization in the 
west. . 

Fundamental differences of opinion 
between the Western Union and the 


Western Insurance Bureau worked to 
prevent the National Association’s ef- 
forts to secure harmony and coopera- 
tion from being successful. The Union 
is pledged to the principle of limited ac- 
quisition costs, no increase in the pres- 
ent rates of commissions paid to agents, 
and also to the principle of separation of 
mixed agencies if other companies pay 
greater commissions than the Union 
companies do. On the other hand, the 
Bureau stands for cooperation between 
the two organizations, for mixed agen- 
cies and believes it perfectly just that 
extra commissions on certain desirable 
lines should be paid to agents of small 
companies. 

In a statement issued at the confer- 
ence in Chicago the Union said: ‘With 
full recognition of the unquestionable 
and unquestioned right of an agent to 
accept or reject, to continue or discon- 
tinue the representation of any com- 
peny or companies in his free and un- 
trammelled discretion, we hold that he 
should elect to represent one class of 
companies or the other. We cannot ex- 
pect to attain harmony so long as com- 
panies paying more for the same serv- 
ice are domiciled in the same agency.” 

The Bureau declared at the confer- 
ence that “the interests of all classes 
of companies and their local agents will 
be subserved by observing the integrity 
of clear agencies.” It then continued to 
proclaim its opposition to disturbances 
in the field by unscrambling mixed 
agencies, believing there should be 
some way found to preserve the agents’ 
interests intact. 

The committee of the National Asso- 
ciation summarized the situation as 
follows: 

“The Union declares that it stands 
unequivocally upon the cardinal princi- 
ple of uniform commissions supported 
by separation. The Bureau declares 
that it stands unequivocally upon the 
cardinal principle of anti-separation 
supported by its scale of commissions. 
These positions, divergent as they are, 
if maintained, prevent the successful 
conclusion of this conference.” 

Proposals of Agents 

In an effort to reconcile the opposing 
stands of the two organizations the Na- 
tional Association, playing the role of 
mediator in this serious situation made 
the following proposals: 

“Whatever may be the possibilities of 
the future and however desirable, we 
believe that under present conditions 
the organized companies operating in 
this territory cannot now be affiliated 
under one underwriting organization. 
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“We agree that the integrity of all 
clear agencies should be maintained 
inviolate. 

“We believe that it is a bad practice 
for companies to pay, or agent to ac- 


cept, differential commissions in the 
same agency. 

‘We believe that the status of so- 
called mixed agencies should be fixed 


by the joint conference agreement here- 
tofore in operation between these two 
company organizations, except in so 
far as the same may have to be amend 
ed to meet statutory enactments.” 

The committee of agents also endors- 
ed the Bureau’s proposal for an arbitra- 
tion committee composed of represen- 
tatives of the three organizations with 
jurisdiction embracing “fundamentals 
relating to agency representation and 
compensation,” and the Union’s state- 
ment relating to consideration and ap- 
proval of local board rules. However, 
as neither company organization would 
agree to relinquish enough of its de- 
mands to satisfy the other the com. 
promise proposals fell through. 


Delegates to Conference 


At the convening of the conference 
on last Thursday morning at the Hotel 
La Salle the following were present: 

For the National Association of In- 
surance Agents—Thomas C. Moffatt, 
Newark, N. J., chairman; Frank R. Bell, 
Charleston, W. Va.; Will J. Beggs, 
Cleveland; Cliff C. Jones, Kansas City; 
Clyde Smith, Lansing, Mich. 

For the Western Union Committee 
John M. Thomas, chairman; Clarence 
A. Ludlum, Home of New York; C. R. 
Tuttle, North American; Fred A. Rye, 
Commercial Union; A. G. Dugan, Hart- 
ford. 











For the Western Insurance Bureau 
Committee—C. KE. Sheldon, American, 


Walter D, Williams, Secur- 
ity of Connecticut; Fred M. Gund, 
Crum and Forster companies; Waite 
Bliven, Firemen’s; N. A. Weed, Repub- 
lic Fire of Pittsburgh. 

John C. Harding of the 
Union, and President C. H. Yunker of 
the Bureau also were in attendance. 
Mr. Moffatt of the National Association 
was elected chairman with Walter H. 
Bennett, secretary of the National As- 
sociation, as secretary. 

Chairman Thomas of the Union dele- 
gation presented his  organization’s 
views. In addition to principles al- 
ready enumerated he offered two reso- 
lutions. One provided for the associa- 
tion in one organization of all compa- 
nies believing in a uniform scale of 
commissions, and recommended that lo- 
cal agents refuse in their own interests 
to represent dissenting companies 
which seek to buy favor by a higher 
scale. The other reaffirmed the Wash- 
ington declaration in favor of local 
boards. 

“The Union,” he said, “welcomes this 
opportunity to say that it has, during 
the more than forty years of its exist- 
ence, stood for that which in its belief 
has prompted the sound well-being of 
its membership and of the fire insur- 
ance companies generally, and that it 
has served as a powerful bulwark of 
strength to the upbuilding and main- 
tenance of the American agency sys- 
tem, as well as safeguarding the inter- 
ests of the public we serve. 

“The propriety and defensibility of 
the cost of fire insurance are now un- 
der critical, and not too friendly scrut- 
iny. Commissions constitute more than 


chairman; 


President 














A. R. MONROE, President 








Chartered 1811 


NEWARK 
FIRE INSURANCE COMPANY 


Newark, N. J. 


ASSETS 
$4,237,718 


SURPLUS TO POLICY HOLDERS 
$1,520,346 


A Company With a Continuous and 
Unblemished Record of Over a Century 


Agents Wanted Where Not Represented 


T. L. FARQUHAR, Vice-President & Secretary 





——, 


one-half (55% to be exact) of the tota) 
expense item of insurance cost. Is not 
the conclusion unescapable that unlegg 
we ourselves regulate commission ey. 
penditures the state will do so and that 
such regulation must come either ag 
voluntary or a compulsory measure?” 

Charles E. Sheldon of the Americap 
of Newark, in presenting the Burean’s 
position, voiced opposition to separation 
and criticized the hasty abrogation of 
the conference agreement that had 
been in force. With regard to the get. 
tlement of the mixed agencies problem 
he advocated an arbitration committee 
of three each from the Bureau, the Up. 
ion and the National Association to de. 
cide appeals on mixed agencies, while 
every effort should be made to reduce 
their number. He also declared against 
the multiplicity of agencies, saying that 
separation of mixed agencies would ip. 
crease this evil. 

The Union’s proposal for one organi. 
zation was flatly rejected by the By. 
reau which maintained that it would 
not surrender its present organization, 
A proposal by the Bureau also fell 
through, and then the agents presented 
their offer whereby the Bureau would 
withdraw its offer of increased commis. 
sions and the Union would abandon itg 
plan of separation. Both sides were ob. 
durate and nothing was accomplished 
further than to discuss thoroughly be. 
fore the agents the underlying differ. 
ences between the Union and _ the 
Bureau. 





OIL LOSSES VERY HEAVY 





Bureau of Mines Report Says 13,000,000 
Barrels Were Burned in 
10 Years 





The yearly fire bill of petroleum pro- 


ducers in the United States runs into 
staggering figures, states the Depart. 


ment of the Interior, following an in- 
vestigation made by Bureau of Mines 
engineers. Statistics compiled by the 
hureau, covering a 10-year period, and 
including only the more extensive fires, 
indicate total losses of approximately 
13,000,000 barrels of oil and more than 
5,000,000,000 cubie feet of natural gas. 
In the 3-year period 1918-1920, fires in 
storage farms, pipe-line systems, and 
refineries caused an aggregate loss of 
about $14,000,000. An oil tank fire at 
Beaumont, Texas, in July, 1922, caused 
damage of $2,000,000; oil fires through- 
out the country in the same month 
caused more than $3,000,000 damage. 
Recently, at Humble, Texas, fire de- 
stroyed two large earthen storage tanks 
containing approximately 800,000 bar- 
rels of Gulf Coast crude oil. 

“The majority of field fires,” the Bu- 
reau of Mines states, “are probably 
caused by lightning, although many oil- 
field fires result from carelessness OF 
lack of suitable preventive measures. 
Gas or oil-heated forges for heating 
bits and the fires under boilers are 4 
source of numerous oil and gas well 
fires. Faulty electric connections and 
the breaking of electric bulbs at wells 
may cause fires. Sparks set off by 
stones or sand blown from gas wells, 
smoking, careless lighting of fires in 
the neighborhood of gas vapors and 
brush and gas fires also cause oil-field 
fires.” 





The committee on building construc: 
tion of the National Fire Protection 
Association meets in this city Novem- 
ber 22 and 23. Ira H. Woolson, 7% 
William Street, is chairman of the 
committee. 
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Main Features Of 
Connecticut Meeting 


D. G. NORTH AGAIN PRESIDENT 
H. A. Giddings, Travelers, and Rain 


Expert of Home Speak; Suggest 
Written Agency Contract 
North, president of the 
Connecticut Association of Insurance 
Agents, and all the other principal of 
ficers of the association were reelected 





Donald G. 


for the coming year at the annual 
meeting last week in New Haven. Har- 
old W. Hatch continues as vice-presi 


dent, Tracy B. Warren and C. E. Puffer 
as honorary vice-presidents, and Mrs. 
Charlotte W. Rice as secretary-treas- 
urer. James H. Case, Norwich, former 
president of the National Association, 
heads the fire prevention committee; 
E. W. Beardsley, Hartford, the legisla- 
tive committee; A. S. Stearns, the 
membership committee, and Charles 
L. MeNeil the blanks, forms and meth- 
ods committee. 

Due to the inability of Spencer Wel- 
ton, vice-president of the Fidelity & 
Deposit, and Thomas C. Moffatt, to be 
present at the convention, Major How- 
ard. <A. Giddings, superintendent of 
agencies of the liability department of 
the Travelers, and ©. A. Grasse, of the 


special risk department of the Home, 
rounded out the program. Mr. Gid 
dings delivered practically the same 


address on the art of picking men for 
positions with insurance companies or 


agencies that he gave at the Buffalo 
convention of the National Associa- 
tion. 

* 6 «6 


Now Is Season For Rain Insurance 

Instead of these early winter months 
being poor times to sell rain insurance 
on account of the paucity of outside 
events, November and December are 
two excellent months for rain covers 
according to Mr. Grasse. Many stores 
are putting on special Thanksgiving 
and Christmas sales with success de- 
pending in good measure upon the ab- 


sence of rainy weather during the 
sales period. Every rain policy must 
be in the hands of the underwriting 


company five days prior to the event 
to preclude successful guessing of the 
course of the weather by assureds. It 
is possible, according to Mr. Grasse, to 
forecast the weather three days in ad- 
vance with some degree of accuracy. 

In addition to total loss policies pay- 
able automatically upon the fall of a 
specified amount of rain irrespective 
of losses to the assured, there is a 
policy guarantying only the amount of 
actual loss, calculated by the difference 
between the actual and expected in- 
come, This policy carries a much 
cheaper rate than the total loss form. 
Three years ago rain insurance pre- 
miums in this country totaled about 
$500,000. This year they will exceed 
$4,000,000, showing the tremendous 
popularity of this new form of insur- 
ance protection. 

7 * * 

Feature Co-operation With Companies 

Many talks made at the Connecti- 
cut convention at the Hotel Taft cen- 
tered in some manner around the sub- 
ject of closer co-operation between 1lo- 
cal agents and their companies. Pres- 
ident North, Mr. Case and E. J. Cole, 
regional vice-president of the National 
Association and president of the Mass- 
achusetts Association, were among 
those who spoke about relations with 
the companies, all mentioning the ef- 
forts of the National Association to 
bring harmony in the Western field by 


uniting the Western Union and the 
Western Bureau. Mr. Cole said the 


companies are today appreciating the 
worth of agents’ associations and pub- 
licly commending them. He read ex- 
tracts from several company advertige- 


ments in insurance newspapers’ in 
which the agents’ work was extolled. 
Mr. Cole is coming to the front in New 
England insurance circles and also is 
gaining recognition rapidly in the Na- 
tional Association. 

* * » 


Written Contract For Agents 

Dale Butler, of Middletown, Connec- 
ticut, member of the state association 
-for twenty-five years, a former presi- 
dent of it, a state senator, and an ex- 
cellent debater, brought forward the 
suggestion that there ought to be uni 
form agency contracts signed both by 
companies and agents when a compa- 
ny goes into an office; this contract 
to state that neither party could cancel 
without due notice and due cause. The 
idea is to protect agents and compa- 
nies which have developed the good- 
will value of a connection over a per- 
iod of years Mr. Butler told how he had 
purchased the representation of a cer- 
tain company from an agency going 
out of business because that compa- 
ny’s name was in itself a drawing card 
in Mr. Butler’s district. However, the 
officer of the insurance company that 
consented to the transfer of the agen- 
cy had resigned and his successor 
might not care to keep the company in 
Mr. Butler’s agency. Nothing protects 
him, Mr. Butler said, in the invest- 
ments he made as the contract was ver- 
bal. For reasons given he believes 
agency contracts should be in writing 
and also uniform throughout the coun- 


try. 

Mr. Butler, moreover, declared he 
saw the time coming soon when no 
agent would be appointed by any par 


ticular company without the consent of 
the local board in the agent’s commun- 
ity. Mr. Case had previously said that 
every agent should be a member of 
his local board, and ought not to be 
eligible for the state association unless 
he was such a member. 

* * @ 

Resolutions Adopt d 

Among the resolutions adopted were 
the following in substance: apprecia- 
tion expressed to the Security Insur- 
ance Company for the luncheon given 
to the four organizations already men 
tioned. 

A resolution requesting that the 
New England Insurance Exchange ex- 
plain the status of fuel oil permits, 
stating especially when a special per 
mit is required and when not. There 
had been some question during the 
meeting whether crude oils with a 
flashpoint higher than kerosene could 
be kept in residences without permits. 

A resolution asking ‘the executive 
committee of the Connecticut Associa- 
tion to take action on whether garage 
owners and automobile dealers should 
be permitted to write automobile in- 
surance. It was mentioned that since 
the passage of the new agent’s qual- 
ification law one prominent automobile 
dealer who handled a lot of antomo- 
bile insurance had not had his license 
renewed when he applied for one. 

* * * 


Membership Nearing 300 
The membership of the association 
totals 260, according to the report 
made by Mrs. Rice. A drive for new 
members is being conducted and the 
turning of the 300 mark should not be 
far distant. 
* s + 
Will Abolish Auto Permit 
Wilbur H. Squire, Meridan, chairman 
of the forms committee, reported that 
the permit now required when auto- 
mobiles are placed in private garages 
adjacent to dwellings will be removed. 
The permit carried with it an extra 
rate of premium. 
* a 
How To Adverti-e Insu“ance 
H. C. Wilson, an advertising 
gave an interesting talk at 
ing session on how to sell 
through advertising. In a 


man, 
the morn- 
insurance 
recent cam- 


_ paign conducted for life insurance per- 


sons, of 115 persons 
said they would refuse insurance, 13 
would accept if approached rightly, 
and 16 were doubtful. Then an inves- 
tigation was made as to reasons why 
the public should view life insurance 
with a hostile attitude. Here are some 
of the reasons that were found: There 
are too many poor salesmen who talk 
too much, and are too persistent in 
calling on the game _ prospect;! too 
liberal use of the hearse and under- 
taker argument to the public which 
hates to think or talk about calam- 
ities; a lack of knowledge on the part 
of the public of the great value of life 
insurance. 

In view of the above Mr. Wilson was 
firm in his belief that the public must 
be educated on insurance matters; and 
through two principal mediums, the 
daily newspapers and directly by mail. 
Daily newspaper advertisements must 
show brevity and originality to com- 
pete with interesting news for the at- 
tention of readers who don’t spend 
more than twenty minutes reading ths 
whole paper. The results of this ad- 
vertising are often intangible, but real 
nevertheless. Fire insurance agencies 
should advertise once or twice weekly. 

Direct by mail advertising shows 
tangible results quickly. Success de- 
pends largely on having an up-to-date 
mailing list, and not a lot of dead pros- 
pects. For agencies with limited ap- 
propriations for advertising purposes, 
Mr. Wilson urged that money be ex- 
pended for daily and mail advertising 


interrogated, 86 


rather than for blotters, souvenirs, 
posters and other kinds of publicity. 
The latter are the least productive 
sources of results. 

a * * 


The main points of Mr. Case’s talk 


on the benefits of conventions to lo 
cal agents were published last week in 
The Eastern Underwriter. 





ELECTED SECRETARIES 


J. A. Mavon, H. W. Knight and F. L. 
Cowles, who were formerly Assistant 
Secretaries, have been elected secre- 
taries of the Glens Falls. 

At a recent meeting of the Board of 
Directors of the Commerce Insurance 
Company of Glens Falls, New York, 
the above mentioned officers were also 
elected secretaries of the Commerce. 





JOHN MARSHALL IN SOUTH 
John Marshall, vice-president of the 
Fireman’s Fund, was in New York and 
Boston last week. He is now ona 
three weeks’ trip through the South. 
Mr. Marshall was in New York three 
times this year. 
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Dunham Makes Fine 
Impression on Agents 


SUPPORTS QUALIFICATION LAW 





Connecticut Commissioner Invites Co- 
Operation of Agents; Working 
for Better Agents 


Howard P. Dunham, 
of Connecticut, was the highlight of the 
convention on Wednesday of last week 


Commissioner 


at New Haven of the Connecticut Asso 
ciation of Agents, which 
otherwise but lacking 
in spectacular developments. The recent 
suecessor to Commissioner Mansfield 
has made a distinetly favorable impres- 
sion among agents of his state by his 
unequivocal stand in favor of the 
agency qualification law and by his sin 
cere offers to assist in the solution of 
any problems that agents may bring to 
him in Hartford. His reception at the 
banquet at the Hotel Taft on November 
7 was intensely cordial and loud ap- 
plause resounded through the crowded 
grill room at the conclusion of his 
short address. 


Insurance 


was interesting 


Young, active and possessing a like 
able personality, Commissioner Dun- 
ham is expected to accomplish really 
constructive things during his term as 
head of the Connecticut insurance de- 
partment. In his talk before’ the 
agents’ convention he declared he 
would work for the suecessful enforce- 
nhient of the new qualification law and 
would continue to strive for the eradi- 
cation of unethical and unlawful prac- 
tices among insurance companies, 
agents and brokers under his jurisdic- 
tion. In his supervision of agents and 
brokers Commissioner Dunham said he 
Was going to stop, as far as he can, the 
operation of persons soliciting insur- 
ance without licenses and also protect 
the agents in the matter of expirations. 


Connecticut is the second state in 
this country to adopt an agency qualifi- 
cation law based upon the model pre- 
pared by the National Association of 
Insurance Agents. The only defect in 
the law passed early this year, accord- 
Ing to Commissioner Dunham, was the 
failure to provide for examinations of 
applicants for agent’s and broker’s  li- 
enses by persons other than the insur 
ance commissioner. With more than 
15,000 agents in the state and over 700 
brokers, one man cannot possibly give 
real care to the accurate selection of 
Capable applicants. However, he is 
Progressing as best he can and is turn 
'ng down lots of applications every day. 
The commissioner told the convention 
that he is arranging for a conference 
With the Connecticut Association, the 
life underwriters, and company execu- 
lives to secure ideas on the best prac 
tical method of enforcing the law now, 
and later making any changes that 
Seem necessary. 

Piss Soliciting advice and assistance 
om local agents in his work as com- 
serge Colonel Dunham listed the 
: Ing as live questions: Whether 
a dealers and garage owners 
: e appointed agents; whether 
ener shall be required to give bond 
® Guarantee their honest handling of 


funds in their possession; whether an 
advisory board to examine agents is 
advisable in Coftinecticut; and whether 
a fee tor licenses should be charged, as 
is the custom in most states. He 
closed his talk with his appeal for co- 
operation between agents and the in- 
surance department for the protection 
of the insurance business. 

Governor Charles A. Templeton, who 
appointed Commissioner Dunham to of- 
fice, spoke highly of his choice. Hix- 
cept for his reference to Col. Dunham, 
however, his talk did not bear directly 
on the subject of insurance. He told of 
the conference of Governors in Wash 
ington in conjunction with President 
Coolidge’s appeal for enforcement of the 
Kighteenth Amendment, and related 
some personal reminiscences. The en- 
tertainment at the banquet was pro- 
vided by the Yale Glee Club quartet, 
a Yale dance orchestra and singers, 
and some professional talent from New 
Haven theatres. 


ELECTED MAYOR 
Secretary Ndward HH. 
the Cosmopolitan Industrial In- 
surance Company and the Girard 
Beneficial Association of  Philadel- 
phia, was elected Mayor of Pit 


Gurk, of 


man, N. J., his home town, in a tri 
angular contest by nearly double the 
total of the votes received by his two 


competitors. Mayor elect Gurk is pro 


minently identified with banking and 
with building and loan associations at 
Pitman. He was one of the principal 


speakers at the annual banquet of the 
Pitman Board of Trade on Friday, No 
vember 9. President Henry Reeves of 
the Industrial Health, Accident and 
Life Insurance Company and of the 
State Mutual Benefit Society, of Phila 
delphia, is a resident ef Pitman and 


actively associated with ifs banking 
and loan and building association af 
fairs. The present Mayor J. M. Me 


Cowan is one of Pitman’s leading gen 
eral underwriters. 
« 


Over 200 Business Men 
At Agents’ Luncheon 


THE SECURITY ACTS AS HOST 


Gathering of Conn. Ass’n, Lions, 
Kiwanis and Rotary Clubs 
at New Haven 


Joint 


When over three hundred persons, in 
cluding leading representatives of each 
of a city’s principal businesses and also 
insurance agents, sit down together at 
luncheon to discuss affairs informally, 
to listen to a splendid address on fire 
prevention and to see a motion picture 
graphically portraying the relation of 
fire insurance to the credit of the na- 
tion, it is an event worth reporting. 
Such an event occurred November 7 at 
New Haven when the Security Insur- 
ance Company acted as host at lunch- 
eon in the grand ball room of the Hotel 
Taft to the Connecticut Association of 
Insurance Agents, and to the Rotary, 
Kiwanis, and Lions Clubs of that city. 

It was a splendid move by the Se- 
curity to bring these civie organizations 
into intimate contact with the leading 
insurance agents in the state and to 
impress upon their members the eco 
nomic value to themselves of fire pre 
vention. The only speaker at the meet- 
ing was Franklin H. Wentworth, secre- 
tary of the National Fire Protection 
Association. The motion picture was 
“The Keystone,” prepared by the Na 
tional Board of Fire Underwriters. 

The growing favorable attitude in the 


United States toward laws that would 
make every person liable for losses 
caused by fires on his premises, if due 
to preventable causes, was the main 
point stressed by Mr. Wentworth. Such 


is the practice in Europe today, and the 


annual increase in fire losses here is 
awakening authorities to the point 
where they must seek means to com 


pel Americans to give heed to fire pre 
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vention. To touch their pocket-books 
is the surest inroad, according to Mr. 
Wentworth. He is strongly in favor of 
personal liability laws in each state. 
At the present time many municipal- 
ities have laws that when a property 
owner has been ordered by his city 
to reduce certain fire hazards and fails 
to do so, in case of a fire he must pay 
the cost of extinguishing it. 

Mr. Wentworth’s talk in the main is 
one that is familiar to all fire insurance 
agents, but which made a strong appeal 
to listeners not engaged in the insur 
ance business. He discussed in detail 
how the cost of the nation’s immense 
fire waste was actually borne by every 
person in the country in the form of an 
indirect taxation. The cost of insur 
ance is merged with every article pur- 
chased by the public with the result 
that the public doesn’t realize it is pay- 
ing for the millions of dollars destroy 
ed through fires which are purely the 
results of carelessness. Mr. Went- 
worth, then went on to relate how the 
N. F. P. A., with the cooperation of the 
credit men’s association, made success 
ful drives through the country to edu- 
cate the public in the necessity for re- 
ducing the annual fire waste. 





PRAISES ADVISORY COMMITTEE 


Pres. D. G. North of Connecticut Ass’n, 
Son of the First President, 
Speaks Highly of It 


Donald G. North, president of the 
Connecticut Association of Insurance 
Agents, is the son of John C. North, 


first president of the association twen- 
ty-five years ago. The present presi 
dent referred to this fact in his address 
last week before the annual meeting in 
New Haven of the Connecticut 
ciation. 


Asso- 


One of the big developments in New 


England has been the creation of the 
New England Advisory Committee 
which serves to knit closer together 
the associations of the six states. Ths 


advisory committee is 
representatives from each association 
and meets about five times a vear to 
consider matters of importance to the 
local agent. This committee has pow 
er to take action on recommendations 
and is recognized as a powerful factor 


composed of 


in insurance circles. It also meets 
with the New England Insurance Ex- 
change, the company organization in 


Boston, and through conferences main 
tains cordial relations between compa 
nies and agents. Mr. North spoke high- 
ly of the Advisory Committe* avd pre 
dicted that it would accomplish many 
constructive results. 





LLOYDS FOR 4 WHEEL BRAKES 

It is reported through English sourc- 
es that Lloyds in London are offering a 
71% per cent reduction in premiums on 
certain automobiles if fitted with four 
wheel brakes. The automobile: which 
are granted this reduction are of Amer 
ican make. 


F. N. FISHER KILLS SELF 


President Frank N. Fisher, of the 
Ohio Valley Fire & Marine, shot and 
killed himself on Tuesday. He was 


despondent over the failure of @ trust 
company. 
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How Situation Looks To 
Independent Adjuster 


DISCUSSES BUREAU 


Also Expenses, Solicitation of Losses, 
Assignment By Agents and 
Other Topics 


WORK 





The present loss situation from the 
viewpoint of one of the leading indepen- 
dent adjusters of the country is given 
herewith, being especially interesting in 
view of the present wmquiry into the loss 
situation being made under the auspices 
of the National Board of Fire Under- 
writers. 

It is apparent from the general tone 
of this article that the present Bureau 
System has not solved all the loss prob- 
lems of the business, which is undoubt- 
edly true, but it is also true, speaking 
xenerally, that this branch of the busi- 
ness has been put on a higher plane in 
recent years. 

This office does not consider the 
present situation abnormal or danger- 
ous to the interests of the companies. 
We are trying to serve them faithfully 
and so far aS We are concerned we must 
convince our clients of our efficiency or 
we must quit business, because we start 
with a considerable handicap. 

To our mind the situation is normal 
and healthy and arises out of the fact 
that the profession—I use this word in- 
tentionally—of adjusting losses cannot 
in the nature of things be standardized, 
but must always be done by men pos 
sessing certain marked characteristics, 
coupled with training and experience, 
but above all individual initiative. 

These qualities cannot be taught to 
any salaried employe but must be ac- 
quired in the rough hurly-burly of daily 
contact with all sorts and conditions of 
men, ordinarily in the local insurance 
office, and starting with a respectable 
education. 

In detail our views are as follows: 

Expenses 

We doubt if expense is excessive. 
Companies overlook the fact that most 
losses numerically are strictly retail 
propositions. 75 or 80% of all reported 
losses are minor losses, nearly always 
damages and usually carelessly re- 
ported by agents for from 50 to 100% 
more than they really are. 

Frequently they are left to the agents 
to settle and when referred to an ad- 
justing office they ordinarily fall to the 
lot of the junior on the staff, partly to 
give him needed experience and partly 
to save expense, 

When the agents act the assured is 
overpaid, and when a young adjuster 
acts he is likely to reveal his inexpe- 
rience to the assured, with the result 
that the claimant thinks the companies 
represent Santa Claus, or else he thinks 
they are entrusting their principal dis- 
bursements to incompetent hands. 

The result of all this is that a very 
large proportion of the companies’ 
clients get an entirely erroneous idea of 
the operations of the companies and 
naturally assume that they pay too 
much in premiums. 

Personally, I believe the companies 
should spend much more money on 
these losses and if any reduction is 
necessary in the total expenditure it 
should come out of the big losses which 
notoriously produce large profits to the 
adjusting bureau. 

It would be easy to reduce the gen- 
eral expense 10% by distributing this 
amount from the yearly earnings in- 
stead of retaining it to add to the pres- 
ent large reserve. 


Solicitation of Losses 

I do not think it is unethical to solicit 
representation on any loss regardless of 
the circumstances. My observation is 
that anything that is worth having is 
worth going after. It is also true that 
no competent adjuster will solicit a 
loss uniess he feels he can render real 
service and unless he has a fair chance 
to get the assignment. 


Telegrams cost too much to be used 
indiscriminately. 

If, however, the solicitation of losses 
is wrong I am in a position to say 
definitely that the big offices are the 
chief offenders in this respect. In fact 
they are so very aggressive in this di- 
rection that I sometimes wonder whe- 
ther we don’t really profit by their ef- 
forts to get business that would natu- 


_ rally come to us. 


Recently, The Eastern Underwriter 
printed a story of a Nebraska independ- 
ent adjuster who had an arrangement 
with a girl in an insurance office who 
tipped him regarding companies on 
losses, and got $2.50 for every company 
whose representation he secured on the 
less as a result of her inside informa- 
tion. 

T don’t know just what the Nebraska 
incident is supposed to prove but T do 
know that any adjuster operating in 
that territory is up against two very ac- 
tive company organizations and that if 
he had an assignment on a loss he was 
thoroughly justified in getting such fur 
ther representation as he could. If he 
succeeded his original company would 
profit by the transaction more than he 
would. 

Nebraska jis not a thickly settled com- 
munity and the question of expense is 
important and if that can be reduced 
one-half by getting one company or two 
thirds by getting two companies, no 
one has the right to criticize him but 
on the contrary he should be com 
mended. 

It is easy to criticize the method used 
in this particular case, but if the agent 
approved his stenographer’s action and 
unless it be considered that the com 
pany who employed him was wrong in 
selecting him originally it looks to me 
very much as though the competing or- 
ganizations with the prestige of their 
subscribers back of them appear to very 
poor advantage in calling for help un 
der these circumstances. 

Quick Adjustments 

In a general way and under ordinary 
circumstances in the absence of moral 
taint it is my opinion that a loss should 
be adjusted as quickly as practicable. 
In fact most losses nowadays are dam 
ages and further loss would occur from 
delay. It is, however, my judgment 
that most losses are paid altogether too 
quickly and it is my opinion that action 


looking to a change in this respect 
would be useful to all concerned. 
There is a great distinction hetween 


the settlement of a loss, and the pay- 
ment of a loss. 
Time Limits 
No time limit should be placed upon 





the adjustment of a loss, but a time 
limit in respect to a payment of a loss 
would be useful. 

Assignment of Losses By Agents 

There is no question of principle in- 
volved but only one of expediency. 
Theoretically and as a generalization 
the agent should not be active in the 
assignment of a loss. In practice, how- 
ever, this does not always work out. 
In substance New York City losses are 
adjusted by the particular adjuster 
whose companies have the largest in- 
terest in the loss, which means, of 
course, that either the agent or the 
broker controlling the line has practi- 
cally a controlling interest in the selec- 
tion of the adjuster who adjusts the 
loss. It should be noted also that in 
all the conflagrations occurring in this 
country the adjustment was controlled 
by the company carrying the largest 
line which duplicates in substance the 
conditions above recited. 

Certain of our clients ask for one 
adjuster and taboo another, for reasons 
that are sufficient to them, and we have 
no right nor inclination to question 
their action. 

Certain excellent agents, for reasons 
entirely sufficient to them, prefer the 
services of some particular adjuster; 


and find the services of some other 
equally good man unacceptable. Ordin- 


arily this offers no reasonable ground 
o! complaint on the part of the com- 
puny, and is not necessarily a criticism 
of the man to whom objection is made. 
If experience shows that an agent’s 
selections are unwise, that is the time to 
supply discipline, but not before. 
Notwithstanding this and not without 
some hesitation I wish to say that the 
most embarrassing incidents that have 
come to my personal attention have 
arisen out of the fact that the agents 
not infrequently attempt to control the 
adjustment, nearly always to the dis- 
advantage of the company. This cre- 
ates a very embarrassing situation at 
times, but personally I feel that my 
duty is done when I report all the facts 
to the company and if for any reason 
they decide to overrule my conclusions 
and accept the agent’s view, I do not 
consider that I have any just cause for 
complaint. | feel that with knowledge 
of all the facts it is up to them to pay 
or withhold payment as they see fit. 
Licensing Independent Adjusters 
It seems to me that an extension of 
the activities of the National Board in 
this direction would be most unwise. 
We believe that the company officials 
are the proper persons to decide who 
should disburse their principal expendi- 
ture. 


ee ee eo eo oo VV ‘— cso" (son" soe so see ",ecor | see,” see, sum) a 


No adjustment office covers the whol 
United States, their operations being 
more or less local and those in contro 
of a company’s affairs in that locality 
can be relied on to starve out imprope 
adjusters. It might easily happen tha| 
an incompetent man would be license’ 
on account of lack of this knowledge, | 

This attitude may not be altogethe 
in conformity with the present trend 9 
thought. I am, however, convinced 9 
its wisdom. 


Type of Man 

Without doubt the offices should em. 
ploy the very best talent in the business 
and it is equally true that we all fin 
it very difficult to get satisfactory aj. 
justers. The ranks of adjusters wer 
criginally recruited from field men, by 
that source of supply is now practically 
cut off. Aside from this feature jt 
should be noted that a competent, re. 
putable, independent adjuster can make 
twice as much money as a Bureau js 
willing to pay, and in addition to this 
he is solely the master of his own move. 
ments, reaping personally the reward of 
long hours, or if he feels inclined to 
lay off, there is no one to criticize hin 
for such a course. ~ 


Experts 

It is the observation of the writer that 
any reputable, competent expert not 
previously conversant with the theory 
and practice of the insurance contract 
will entirely ignore the limitations set 
forth in that contract and will proceed 
with a certain prejudice, probably not 
realized, against the insurance com. 
pany. 

This practice prevailed in Ontario at 
the time of the Toronto conflagration 
and still prevails throughout Eastern 
Canada; but to my mind the results 
are bad and the expense is certainly 
considerable. 

It should be noted, however, that 
every established adjustment office has 
connections with unofficial experts 
whose advice they seek and follow on 
any mater where they need it. In other 
words, we get the benefit of expert ad- 
vice on complicated cases, although this 
fuct does not always appear on the 
proofs of loss. 

General Suggestions 

If it be true that the interest of the 
companies require a monopoly of the 
adjustment business, the present situa- 
tion is indeed bad, because the very 
fact that this discussion has arisen it 
dicates that competition is both active 
and successful. History so far as I re- 
call teaches that any monopoly left to 
itself becomes inefficient, but it also 
teaches that when efficient competition 
arises it is likely to become more effi 
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“= _ cient, with the result that the interests 
€ whole .oryed by both organizations are mate- 
S being jjally benefited. 
contro] We know there is room—and more— 
locality for all of us that can deliver the goods, 
m proper pecause there are none too many com- 
spt petent adjusters in the business. 
volar We rather expect the coming together 
tozethe of groups ot companies who have inter- 
trend q| ests in common sufficiently large to 
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support a well-equipped office, meaning 
py this, a sufficient staff, both clerical 
and adjusting, to do business econom- 
ically. The routine part of the busi- 
ness absorbs about 20% of the income 
of such an office now-a-days and much 
more than that in a small office. 

We believe this to be in accordance 
with the general trend of the business. 
We earnestly hope for cordial coop- 
eration between such offices, because 
ro one office has all the talent and in 


“he multitude of counselors is wis- 
dom.” 
Naturally and very properly the re- 


sult reached in an adjustment of a com 
plicated loss under these conditions 
would carry much weight with all con- 
cerned and there would be more likeli- 
hood of united action, and in any event 
the minority would have had full oppor- 
tunity to present its views. 

Is it not 


actually true that the im 
mense sums paid out yearly to thou- 
sands of claimants disbursed under 
strict policy contracts involving many 


times questions of both law and fact are 
paid with less expense than any equal 
amounts in any other retail business? 

Is it not true that this money is fre 
quently spent with little regard to the 
rcal liability therefore many times hast- 
ily and with no attempt to impress or 
instruct the assured of his or the com- 
panies rights? 

Would it not be infinitely better to 
spend the necessary time and money to 
make every adjustment a_ dignified, 
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orderly proceeding of such a nature as 
to command the respect of the claim- 
ant for the business as a whole? 


Insurance “Exams” For 
Public Utility People 


INTERESTING 
Part of Educational Course of National 
Electric Light Association; 
J. G. Reese, Author 


QUESTIONS 


The National Electric Light Associa- 
tion is now revising for its commercial 
course an unusual book on insurance, 
as gas plants and similar utilities have 
an interest in the 


subject. The orig- 
inal book was written by J. G. Reese, 
insurance supervisor of the Consoli- 
dated Gas Electric Light and Power 


Company, of Baltimore. 


Those taking the insurance course of 
the National Electric Light Associa- 
tion are required to pass the following 
questions: 

1. Define insurance, 


and explain if 


it guarantees against disasters or in- 
demnifies for loss. 

2. Why is fire insurance one of the 
bulwarks of business? 

3. The electric company of which 
you are auditor is erecting a modern 
building to house its offices and elee- 
tric merchandising store, and you have 


the placing of its insurance; name the 
different kinds of insurance you would 
consider necessary during construc- 


tion and when completed. 
4. (A) Explain the co-insurance, or 
80% clause, in fire insurance. 
(B) What is the amount on an 
80% co-insurance policy which the in- 
surance company will pay under the 


following conditions: 


Value of Amount of Amount of 


Building Insurance Loss 
1. $25,000 $20,000 $16,000 
2. 25,000 15.000 16.000 
AF 25,000 15,000 25,000 
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(C) Make the necessary fournal 
entries to record the loss for examples 
B-2 and 3 above. Journalize whatever 
cash book transactions are necessary. 

5. The costs of a new generating 
station are as follows: Excavations, 


$4,000; foundations, $10,000; roof and 
walls, $45,000; stack, $2,500; plumbing, 
$2,500. How much fire insurance 


would you place on this building en 
deavoring to comply with the co-insur- 
ance clause of 80%. 

6. You have been carrying insurance 
on this building construction by what 
is known as a builder’s risk policy, as 
the rate has not yet been published by 
the Fire Underwriters, in the amount 
of $45,000 paying a rate of $1.25 per 
$100 per year. This policy has run 
from June 21 to November 28. You 
now cancel this policy, and as you are 
placing the building under the cover- 
age of your schedule, you are allowed 
a pro rata return premium. How much 
is this return premium? 

7. The amount which you decided 
was necessary to be placed on the sta- 
tion, in example 5, is taken in under 
the schedule, from November 28 until 
the expiration of the schedule on April 
28, on the short rate basis. What is 
the amount of the advance premium 
at a rate of 12 cents per $100 per year? 

8. How is this return premium in ex- 
ample 6, and the advance premium in 
example 7, shown on the books of the 


company, and to what account is each 
credited and charged respectively? 
9. Why is it necessary to examine 
your fire insurance policy closely, even 
though it may be the New York Stan- 
dard Form? 
10. Why, 
may 


even though a 
be insured against 
ent forms of 
and inspection 
essity? 

11. How do some engineers arrive at 
the insurable value of an industrial 
property? 

12. How is the insurable value of an 
electric utility property determined, 
and why is this basis used? 


property 
loss by differ- 
disasters, is prevention 
work an absolute nec- 





Samuel Perman, Inc., has opened an 
insurance office in New York City with 
a capital of $1,000. The directors are 
Samuel Perman, Bessie Tobias, and 
S. B. Shapiro, all of New York City. 
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The Missouri Situation 


(Continued from page 14) 


other tentative candidates brought for- 
ward, but apparently they were mere 
political stalking horses. 3oley seem- 
ed to have the inside track. 
Stock Company Men Heard 

In the heat of the controversy Gov- 
ernor Hyde promised Kreismann and 
Mann that he would give them an op- 
portunity of being heard prior to ap- 
pointing an insurance superintendent, 
And, true to his promise, Governor Hyde 
made a trip to St. Louis to see Kreis- 
mann, only to find that he had gone 
to Switzerland. He then went to Kan- 
sus City to interview Mann. 

In their meeting Mann very thorough. 
ly presented the stock insurance com- 
panies side of the matter to show why 


u man not too closely connected with 
any special group of insurance inter- 
ests should get the post. 
Mann’s Suggestion 

Finally Mann remarked to Hyde: 
“Governor why don’t you name your 
Brother Ben.” 

The Governor seized at the sugges- 


tion, and agreed to name Ben C. to the 
post provided that the stock insurance 
campanies would write him a letter en- 
dorsing his brother for the job. 

Mann has since admitted that he put 
forward Ben ©. Hyde’s name for the 
position, but said he only agreed to sup- 
port him actively for the job after the 
Governor had promised to get behind 
a bill in the legislature that would place 
the reciprocal insurance companies un- 
der the same restrictions and require- 
ments as old line companies. No such 
law is now on the statute books and it 
should be remembered that in 1921 the 
Republicans thoroughly dominated the 
Missouri Senate and House of Repre- 
sentatives and Governor Hyde was in a 
position to pass any reasonable law 
that he desired. In justice to him it 
must be stated that in 1923 the Demo- 
cratic organization controlled the legis- 
lature, so the Republican state admin- 
istration did not enjoy the same polit- 
ical advantages it possessed at the pre- 
vious legislature. 

Hyde’s Early Endorsements 

Mann in interviews at the time spoke 
very highly of Ben C. Hyde, who had 
offices in the same building with Brown, 


Mann & Barnum, saying that he had 
known him for many years, and re- 
garded him as a hard-headed business 


man of keen executive ability and in- 
tegrity whom he believed would admin- 
ister the affairs of the Missouri De- 
partment of Insurance without showing 
special favoritism to any insurance in- 
terests. The legislative committee of 
the Kansas City Board of Fire Under- 
writers, of which Homer B. Mann was 
chairman, also endorsed Hyde for the 
superintendency, as did the Life Un- 
derwriters’ Association of Kansas City, 
of which L. L. Adams was then presi- 
dent. The tire board’s endorsement 
was signed by Mann, R. L. Stewart and 
Cliff C. Jones, while the life message to 
Governor Hyde bore the signatures of 
Adams, Ira B. Mapes, Charles L. Scott 
and William B. Henderson. 
Hyde’s Daily Paper Supporter Didn’t 
Print Doyle’s Speech 

When Governor Hyde first divulged 
publicly that he intended to name Ben 
C. Hyde to the insurance job, which 
pays $3,000 a year, considerable oppo- 
sition developed throughout the state, 
but it was based primarily on the close 
relationship between the two. The 
St. Louis Post-Dispatch, which led the 
fight against Ben C. Hyde’s appoint- 
ment, mentioned his close association 
with Thomas H. Mastin and Charles M. 
Howell in other business matters than 
ipsurance and the fact that he had been 
the principal backer of Boley to indi- 
cate his closeness to the reciprocal in- 
terests. That paper has since strongly 
supported Hyde in his fight against 
stock insurance rates and has come to 
be regarded as the official mouthpiece 
of the Hyde administration in matters 


of insurance. For example, although 
furnished with the complete text of 
Doyle’s answer to Governor Hyde’s pub- 
lished charges against the fire insur- 
ance companies, that newspaper, which 
‘proudly boasts that it is first in every- 
thing, did not publish a line of what 
Doyle said. 

Ben C. Hyde, upon assuming the du- 
ties of his new post, stated that he did 
not know the insurance business, but 
would learn it. He informed newspaper 
men that he took the job to help his 
brother. A few days later he was 
quoted as saying that the fire insurance 
rates in the state were due for a little 
decrease, indicating some speed in com- 
ing to one positive conviction on a 
mooted insurance subject. 

How he has endeavored to live up 
the Governor Hyde’s conception of his 
two duties regarding insurance compa- 
nies is a matter of historical and legal 
record. We have his word for the un- 
derlying motives behind his repeated 
controversies with the stock interests. 
Began Rate Attack Early Last Year 

The first effort of Superintendent 
Hiyde to reduce stock fire, tornado, hail 
and lightning insurance rates in Mis- 
souri came on January 5, 1922, when 
he ordered a reduction of 15%. 

Aetna Questions Validity of Order 

Shortly thereafter the Aetna Insur- 
ance Co. et. al. filed suit in the Cole 
County Circuit Court attacking the val- 
idity of Hyde’s order, contending that 
he had not given the companies a 
chance to be heard prior to making the 
reduction. Attorney General Jesse W. 
Barrett is said to have advised Hyde 
that the courts of the state would not 
sustain his reduction because he failed 
to call a hearing on the question prior 
to entering the order. However, be- 
fore the court could pass on the ques- 
tions at issue Hyde withdrew his order 
and the Aetna dismissed its suit. Coun- 
sel for the insurance interests have 
since informed Judge Henry J. West- 
hues of the Cole County Circuit Court 
that in a written stipulation entered 
into on February 14, 1922, Hyde agreed 
to withdraw the 15% order should the 
companies drop their injunction § pro- 
ceedings; that he would hold a hearing 
on the question of rates and give the 
companies a chance to be heard, after 
Which he would issue any new reduc- 
tion order he might determine which 
the companies could contest in the 
courts and that pending the final adju- 
dication of that case no new reduction 
order would be made by the Missouri 
Insurance Department. Hyde has en- 
deavored to repudiate that agreement. 

Later Superintendent Hyde held a 
hearing in Jefferson City on the ques- 
tion of rates, and also requested the 
companies to forward to him certain in- 
formation regarding their income, loss- 
es, ete., and on October 9, 1922, he is- 
sued a new order that rates be cut 
10% effective on November 15. Imme- 
diately thereafter the companies ap- 
pealed to the courts, and testimony in 
that case is now being taken before 
Special Commissioner John I. William- 
son, who was appointed by Judge West- 
hues at the request of counsel for Hyde 
and the insurance companies. Pending 
the final adjudication of that issue the 
old rates are being charged, but the 
companies have filed bond for $1,000,000 
to re-imburse policyholders for any 
overcharge should the courts sustain 
the 10% reduction order of October 9, 
1922. 

Bills in Legislature 

In January, 1923, the Missouri Legis- 
lature met and many bills designed to 
strengthen the Insurance Department 
hand in dealing with stock insurance 
companies and companies from other 
states were introduced on behalf of and 
actively supported by Superintendent 
Hyde and other employes of the de- 
partment. Governor Hyde also used 
his influence to push those measures 


which included what is known as Sen- 
ate Bill 329, which amended an exist- 
ing statute to grant the superintendent 
power to regulate the expenses, admin- 
istration affairs and investments of the 
companies in fixing fire, tornado, hail 
and lightning rates for Missouri. An- 
other bill, a most drastic retaliatory 
law would have given Hyde absolute 
authority to oust from Missouri the 
companies of any states that refuse to 
license a Missouri company. That 
measure, which lost out by a very 
slight margin, was primarily intended 
to support the reciprocal insurance in- 
terests of Kansas City in their endeav- 
ors to get into Massachusetts, Rhode 
Island, Connecticut and other eastern 
states. In an endeavor to put that bill 
across several former insurance super- 
intendents now in the legal employ 
of Missouri insurance interests joined 
Superintendent Hyde in his fight. 

Senate Bill No. 329 became law on 
June 24, 1923, and shortly thereafter on 
July 9, Superintendent Hyde issued an 
order citing the stock companies to ap- 
pear in Jefferson City on July 26 to 
show cause why their rates should not 
be cut 15%. He did not fix date for 
the reduction to be made, reserving that 
until after the July 26 hearing. 

The companies immediately applied 
te the Cole County Circuit Court and 
Judge Westhues, July 20, issued a tem- 
porary restraining order which pre- 
vented the July 26 hearing. This case 
was argued before Judge Westhues on 
September 24, when he continued the 
temporary order and again on October 
13 the court declined to vacate its order 
at the request of counsel for Hyde. 
Judge Westhues has intimated he will 
decide that case on November 10. 

The Hobbs Agreement 

The legal battles resulting from the 
efforts of Hyde to support the attempts 
of the Reciprocal Bureau of Kansas 
City to break into Massachusetts and 
Rhode Island are now a matter of 
record. It is also a matter of record 
in this connection that contrary to all 
precedent the Attorney General’s office, 
who the Missouri statutes stipulates 
shall be the legal counsel for the sup- 
erintendent of insurance, did not repre- 
sent him in one of the hearings before 
the Missouri Supreme Court on an ap- 
plication for a writ of mandamus of 
two Massachusetts companies seeking 
to compel Hyde to renew their Missouri 
licenses, but instead his arguments 
were given to the court by the attor- 
neys of the Reciprocal Exchange of 
Kansas City. 

When the Reciprocal Insurance Ex- 
change of Kansas City applied to the 
Massachusetts insurance department 
for a license early in 1923, Superintend- 
ent Hyde held up the renewal of the 


licenses of the twelve Massachusetts 
insurance companies and one British 
company doing business in Missouri, 


and in May when Commissioner Hobbs 
of Massachusetts declined to admit the 
reciprocal organization Hyde summoned 
the representatives of the Massachu- 
setts companies and the British com- 
pany to Jefferson City to show cause 
why they should not be ousted from 
Missouri as requested by the recipro- 
cals. Subsequent to that gathering 
Commissioner Hobbs, Superintendent 
Hyde and Charles M. Howell held a 
peace conference in Chicago and it was 
agreed that Hobbs would reconsider an 
application for a Bay State license from 
the reciprocal bureau, and Howell in 
turn agreed to drop his request for 
the ouster of the Massachusetts com- 
panies. However, in the meantime the 
Missouri licenses that had expired were 
not renewed but the companies were 
permitted to continue in business. 
Shortly thereafter Hobbs retired from 
office. 
Companies Go To Court 

Finally two of the Massachusetts 
companies applied to the Missouri Sup- 
reme Court for aid. 

It was at the hearing on the petition 
of those companies—the Springfield 
Fire & Marine and the Boston, for a 
writ of mandamus to compel Hyde to 
renew their licenses that the superin- 


tendent was represented by counsel for” 


the reciprocal bureau. 


On October 6 the Supreme Court ey 
banc issued writs against Hyde. They 
were made returnable in thirty days, 
On October 24 Insurance Commissioner 
Wesley E. Monk, of Massachusetts 
who succeeded Hobbs, denied the ney 
application of the reciprocal exchange 
of Kansas City for a license. Other 
developments have since taken place, 
In fact, something happens nearly every 
day, so many are the complications jp 
this delicate situation. 

When the Aetna appealed to the 
United States Court Federal District 
Judge Van Valkenburg at Kansas City 
granted an injunction against Superip. 
tendent Hyde. The Attorney General's 
office filed a written stipulation age. 
knowledging that the Missouri law un. 
der which the superintendent was at. 
tempting to proceed against the Aetna 
to compel it to waive its constitutional 
rights was contrary to the constitution 
of the United States and of the State 
of Missouri. It is alleged that Mr 
Hyde had advance information that this 
would happen because First Assistant 
Attorney General Merrill Otis in April, 
1922, had rendered an official opinion 
at the request of the Missouri Depart. 
ment of Insurance informing that office 
that the section utilized against the 
Aetna was unconstitutional and that the 
department should not endeavor to 
make use of it in the future. 

The Rhode Island Situation 

Similar to the Massachusetts fight 
were the efforts of Hyde to force Rhode 
Island to recognize the Kansas City 
reciprocal organization. On July 10 he 
issued an order ousting the Rhode Is. 
lund Insurance Company, the Equitable 
Fire and Marine and the Providence 
Washington Insurance Company, all of 
Providence, R. I., from Missouri, declar. 
ing to newspaper men that he was act- 
ing under the “new retaliatory law of 
Missouri.” What law he referred to is 
not known. On July 19 counsel for the 
Rhode Island companies applied to the 
Missouri Supreme Court for a writ of 
certiorari to set aside Hyde’s ouster 
order. However, before that case could 
be passed on Hyde withdrew his order. 

Another angle was the threat of Hyde 
to revoke the license of the Aetna In- 
surance Company because it had trans- 
ferred to the Federal court a suit filed 
against it to collect a $75,000 policy on 
the life of Lonnie Gibbs, cashier of the 
Kirksville, Mo., Trust Company, who 
killed himself, after taking out $600,000 
in insurance with various companies. 
Gibbs is alleged to have been short 
$468,000 at the time of his death. 

Another interesting phase of the Mis- 
souri situation which should not be 
overlooked is the intense rivalry be 
tween the cities of St. Louis and Kan- 
sas City. Most of the stock companies 
in Missouri are in St. Louis, while Kan- 
sas City is the main headquarters of 
the reciprocal group; certainly, of the 
militant part of that group. At that, 
however, Kansas City has a large stock 
company—the Kansas City Life. 

Governor Hyde was elected largely 
through the backing of the Progressive 
and Suffrage element in his state. The 
reporters say his political sympathies 
have changed and declare that his 
chief supporters now appear to be the 
stand-pat element which is and has 
been fighting the women voters. At 
one time Governor Hyde was looked 
upon as a disciple of Theodore Roose- 
velt, but, strangely enough, he is now 
regarded in many quarters as a reac- 
tionary, although, of course, no such 
estimate of him is held by the insut- 
ance business. 








PIERCE SUCCEEDS MERRILL 

Dana Pierce, first vice-pr: sident 0 
the Underwriters Laboratories in Chi- 
cago, was last week elected president to 
succeed the late W. H. Merrill. A. 
Small, second vice-president was Pro 
moted to the position formerly held 
by Mr. Pierce whose duties were to 
act as head of the New York office. 
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Why Fire Prevention ? 


(An elementary interview) 


Q: What is it in which the average American cili- 
zen is supposed to be most vitally interested? 
A: His pocket-book. 


Q: On what depends the strength of his pocket- 
book? 


A: Prices. Prices he receives and prices he pays. 
Q: What makes prices? 
A: The law of supply and demand. 
Q: What has this to do with Fire Prevention? 
A: Less prevention—more fires. 
Q: Well? 
A: More fires, greater demand. 
. , = Q: Demand for what? 
SIMS TO-BRING-PRICES:DOWN A: Materials and labor. 
Q: Go on. 
A: Making prices higher. 
Q: Resulting in? 


A: A reduced purchasing price of the Dollar and 
the undermining of our national prosperity. 
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Marine Congress For 
U.S. Load-Line Law 





WOULD DECREASE HULL LOSSES 


S. D. McComb Works Hard to Secure 
Support of Shipowners and Ship 
pers to Resolution 
The American Marine Congress, meet 
ing in annual session at the Waldorf- 
Astoria last week, adopted upon the 
recommendation of Samuel D. McComb, 
chairman of the committee on marine 
insurance, a resolution which if carried 
out will far toward improving ship 
ping conditions for marine underwrit 
ers. In brief the resolution calls for 
the sage by Congress of a proper 
loadline law; it is that 
all American classified 
in the American Shipping: 
und that loading of inspected 
by the Board of Underwriters; a load 
ing certificate be obtained in the case 
of vessels engaged in overseas trade, 
and that the vessels be insured in the 
American Marine Insurance Syndicat 
es, and that in the event of any 
or damage the services of these asso 

ciations be immediately availed. of. 

If Congress should pass a load-line 
law applying to American vessels en 
gauged in over trade it would help 
immensely in removing one of the great 
hazards marine underwriters en 
counter today, especially with respect to 
carrying bulk cargoes having 
a tendency to. shift. The American 
Marine Congress is composed of ship 
importers and exporters, band 
ed together for the express purpose of 
boosting the American merchant mar 
ine. There are a good many powerful 
interests within its ranks, including the 
Farm Bureau, which is politically asso 
ciated with the farm bloc in Congress. 
Apparently then, there is hope for the 
passage of a load-line law in this com 
ing The references to the 
Syndicates were important insofar as 
this large body of assureds gave offi 
cial approval of the American hull un 
dering and salvage associations. 

Following is the text, in part, of the 
committee report submitted by Mr. 
McComb: 

We feel that it is because shipowners 
are not acquainted with the United 
States Salvage Association and do not 
appreciate the services they can have, 
that they have not availed themselves 
of it. The idea underlying it is to re- 
duce losses. This is in the long run of 
more importance to the shipowner than 
the underwriter, as rates are based on 
record, and a reduced loss ratio is re- 
flected in the rates for following years. 
There is no attempt to interfere with 
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the management or operation of the 
ships. The competent masters and 
chiefs welcomed the supervision and 


the suggestions made; the incompetent 
ones naturally did not like it, if it re 
sulted in their exposure to the manage 
ment. 

The services of the United States Sal- 
vage Association in the above connec 
tion may be compared to those of an 
auditor. The auditor is employed, not 
because one believes their employes are 
dishonest, but to rectify any mistake 
that may have been made, and verify 
that the accounts are correct, as well 
as make any suggestions for improve- 
ment. 


We recommend that the services of 
the United States Salvage Association 


be inquired into by all American ship- 
owners, and that they subscribe to 
them, 

We recommend using the facilities of 
Syndicate “C” to the fullest extent by 
all American shipowners. Today the 
American shipowner or operator is ap- 
pealing to the American public for 
support; the object of this congress is 
to help them. 


In many cases the cargo out-turn has 
been criticized. This is reported to be 


due to bad handling while loading and 
unloading, and to improper stowage. 
The Board of Underwriters of New 


York has rules for loading vessels for 
many commodities; they have been 
worked out in detail. These rules are 
the result of many years close super- 
vision of the loading of vessels, with a 
check on the out-turn. In all the prin- 
cipal ports of the United States the 
Board has competent surveyors who can 
be called upon to supervise the loading 
of a steamer and issue a certificate that 
it has been properly done. Many of 
the best lines avail themselves of this 
service. In addition to this, the Board 
has correspondents in all the principal 
ports throughout the world, to whom 
masters may apply in the event of any 
damuge to cargo. 

It is recommended 


that steamers be 


loaded under the supervision of the 
Board of Underwriters, and their cer 
tificates be obtained for all sailings. 


The certificate is prima facie evidence 
that the loading was properly done, and 
the presence of the Board’s representa 
tive will assure the operators that 
proper requirements have been observ 
ed. This will undoubtedly tend to re 
duce the complaints on the score of 
improper loading. 
New Bills of Lading 

Another thing that has caused end 
less complaint has been the bills of lad- 
ing issued. Many shippers feel that 
they contain “trick clauses,” and that 
shipowners go to extreme lengths to 
evade their legal liability. One clause 
in particular has caused some annoy- 
ance to underwriters, and which in its 
intent is “an endeavor to get something 
for nothing,” is the clause which at- 
tempts to have the insurance taken out 
and paid for by a shipper inure to the 
benefit of the steamship owner. This 
shipowner can take out his own insur 
ance, but by attempting to have the 
persons whose cargo he is carrying pay 


his premiums, their cost is increased. 
Many shipowners today are losing 
freight because the insurance rate on 


cargo by their steamers is higher than 
the rate by competing lines. 
Going along with marine insurance; 


in fact, forming one of the bases of 
marine insurance, is classification. It 
is a necessity for every vessel engaged 


in foreign trade to have a class, as open 
curgo policies of shippers throughout 
the world universally provide that the 
goods must be shipped on vessels 
classed A-1 American Bureau of Ship 
ping; 100 A-1 in Lloyd’s Register, or 
an, equivalent rating. The underwrit 
ers do this, relying on the fact that this 
highest rating is an assurance that the 
vessel will be seaworthy and fit for its 
intended service. Bach of the leading 
maritime nations has its Classification 
Society, in which is vested some Gov 
ernmental authority in passing on the 





Chester 





Phone: 








Metropolitan Agent 
Automobile Dept. 


M. Cloud 





The Home Insurance Co., New York 
59-61 Maiden Lane 


John 1363 EM 








fitness of vessels. They have prepared 
rules for construction of hulls, engines 
and boilers, anchors and chains, and 
equipment and fittings generally. They 
inspect material to be used in the con- 


struction of ships, and inspect during 
the process of construction and give 
final approval at completion. Period- 


ically thereafter and after any disaster, 
surveys are made to verify that the 
standard is maintained. 
Classify With American Bureau 

The rules of the American Bureau of 
Shipping compare favorably with the 
rules of any other classification society. 
Vessels built to these rules and under 
the supervision of the Bureau, compare 
favorably with any similar vessels in 
the world. With the great growth of 
American tonnage during the war, the 
Pureau’s work expanded. Today it is 
in a position to supervise the vessels it 
has classed, while operating on all the 
trade routes of the world. Prior to the 
reorganization of the Bureau during the 
war, it did not have these world-wide 
connections, and some of the few Amer- 
ican steamers engaged in foreign trade 
were not classed with the Bureau. But 
today conditions are entirely different, 


and the Bureau can look after its 
clients’ interests satisfactorily. 
We earnestly recommend that all 


American shipowners have their ships 
classed in the American Bureau. 
In preparing tables of scantlings for 


vessels to give proper strength, they 
must be based on some load line. This 


will give a ship proper strength when 
not loaded beyond the designated line. 
Any ship, however, will develop weak- 
ness and may be totally lost if it is 
loaded beyond what it was designed to. 


curry. The United States is the only 
maritime country which has no load 
line, where steamers may be. over- 
loaded and their crews sent to their 
death. This country needs its steam- 
ers in foreign trade; it needs to pro- 
tect its seamen manning them, and it 


needs to protect the cargoes they carry. 
Both humanitarian and economic inter- 
ests are involved. 

In order to carry out the foregoing, 
it is urged that Congress be petitioned 
to enact legislation which will provide 
an official load line for American ves- 
sels engaged in foreign trade, coupled 
with such reciprocal provisions that 
American shipowners will not be sub- 
ject to the possibility of embarrassing 
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and costly regulations concerning laJ, ithorit 
lines which have been or may }p 
adopted by foreign Governments, | 
domestic service a proper load jigfof the 
should be determined and adhered and at 
so that life and property may be gat jected 
guarded from the dangers of overlogi a 
ing. We believe that a closer co-oper purety 
tion by steamship companies with the This 
underwriters would be greatly to thers say 
interests of all concerned, and yorganiz 
strongly recommend this course, busines 
If a steamer is damaged or break good tl 
down, the cost of repairs may be paijfwill be 
for in full by underwriters, but no ipfment a 
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GREAT LAKES RESULTS GOOD 


Marine Loss Experience Will Be Light 
Extra Rate On Ships In Buffalo 
Harbor 


Marine insurance companies doing 
business in Buffalo with vessel owners 
on the Great Lakes have had a good 
season thus far and unless there ar 





some extraordinary storms and conse |°"!™ 
quent losses at the close of. naviga- 
tion, the loss ratio for the season will | COM 
be comparatively favorable. 

Notice has been served on_ vessel {Comm 
owners, however, that. an _ additional ab 
premium of three quarters per cet! 
will be charged vessel owners who tie 
up their boats for the winter inside} 4% 
the Buffalo harbor wall. — This does [traffi 
not apply to boats that tie up at slips umbi 
wharves and in the Buffalo River, [hea 

The increase in premium is causel "2 
by the fact that there is an occasional {°° 
severe storm from the — southwes — 
which causes vessels tied up at the ie 
wall to break away and drive against In 
each other or against the waterfront. nee 
Except for late arrivals that are forced the I 
to stay in Buffalo because of inclem- of th 
ent weather there will probably be ent ¢ 
comparatively few tied up at the wall inred 
this winter. able 

oeetaenenrt the | 
NEW CLUB DOING WELL sets, 

In discussing the Automobile Under- bond 
writers’ Club of Chicago, H. H. Quinby, lorfe 
president, said this week to The East ee 


ern Underwriter: 

“The work of the Automobile Under- 
writers Club (for that is the name of 
our organization at the present time) H, 
during the past year has, in my opil- [he 
ion, been very beneficial to the mel pias 
engaged in the underwriting of this 
class. We have had a number of dis 


cussions on various subjects and = lene 


been able to unify our ideas. ade] 
great variance of opinion in the past #Pall 
has been an unfortunate factor in OW fray 


business and if the men actually ee 
gaged in its underwriting can evr 
meeting of minds, it will undoubted T 


tend toward better practices and yee Bul 
tainly be less confusing to the product con 
“The subjects touched upon hat on 


been of a wide range and although We J. 
usually have someone of authority a bot 
dress us at our monthly meetings, ¥ Wr 
likewise enter into a general discussiom 9, 

and in several instances have submit- 
ted the result of our deliberation to the 











Western Automobile Conference.” 
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CASUALTY AND SURETY NEWS 














o Make E. M. Linville 
N. Y. Indemnity Pres. 


uso A NATIONAL SURETY V. P. 
demnity Company Will Wind Up Year 


With $3,500,000 Premiums; Not a 
Full Twelve Months 





gE. M. Linville, vice-president and 
eneral manager of the New York In- 
emnity Company, it is reported in an 
uthoritative channel, will 
resident of the company at a meeting 


be elected 


Jo{ the board of directors in January, 


will be 


National 


about the time 
elected a vice- president of the 
Surety Company. 

This is a reward for what underwrit- 


same 







ers say is one of the neatest pieces of 
organization work which the insurance 
pusiness has yet seen. As to just how 
good this organization work has been 
will be seen when the financial state- 
ment appears at the end of the year. 
company only began writing in 
March, but by the end of the year will 
have written premiums of $3,500,000. 
Mr. Linville, who in his youth at 
iended Annapolis, and who has had 
considerable sales experience, went to 
the New York Indemnity from the 
Ocean. The New York Indemnity was 
Janched by the National Surety in 
order to write the casualty lines. It 
seems to have been a success from the 
start and one good general agency ap- 
pointment after another has been an- 
nounced. 

Mr. Linville is not only an insurance 
man of ability, but has tremendous en- 
thusiasm, steam engine working powers 
ond marked force of character. 





COMPULSORY AUTO INSURANCE 

Committee of Senate Discusses Advis 

ability of Protection For Motor- 
ists in Washington 


A senate committee, investigating the 
traffic conditions in the District of Col 
umbia, discussed at a meeting recently 
the advisability of making it compulsory 
for automobile owners to carry insur- 
ance for the benefit of pedestrians, as 
during the past year there has been a 
large increase in traffic accidents in 
Washington. 

In discussing compulsory automobile 
insurance, Herbert L. Davis, auditor of 
the District Supreme Court, and author 
ofthe scheme, pointed out that at pres- 
‘ita pedestrian may be seriously in- 
lired by an automobile and yet be un 
ble to recover adequate damages, as 
lhe motorist may have few or no as- 
‘els. Mr. Davis also advocated the 
honding of motorists, the bond to be 
lorfeited when the driver had been 
fond guilty of criminally reckless 
lriving, 





VISITED NEW YORK 
H. A. Behrens, first vice-president of 
he Continental Casualty of Chicago, 
la been in town for a few days. On 
Tuesday he attended the General 
\gency Convention of the commercial 
partment of the Continental at Phil- 
pe Dhia, Also in town was D. W. Me 
ir ‘eee secretary of the com- 


pa 


SAVING COAL AND MONEY 


Palletin of the Fidelity & Casualty 
— a folder giving valuable in- 
prmation on the question of saving 
4 Nd money. In the folder are a 
‘of drawings showing the right and 


iW) 
‘ong way to operate power and heat- 
ing boilers, 





The November issue of the Service 


To Issue Contract 
On Security Losses 


BROAD COVER IN POLICY 
Several Companies Interested in New 
Line; Conditions of Form 


Now in Use 


Several companies contemplate issu- 
ing a “securities blanket bond” contract 
covering the assured against loss due 
to the loss, alteration or forgery of se- 


curities. The National Surety has been 
issuing such a_ policy for’ several 
months. The coverage and form of the 


National’s contract is fairly well estab- 
lished following the form given below: 
Securities Bond 


The company (hereinafter called company), 
in consideration of the annual premium here- 
inafter set forth, does hereby agree to indem- 
WIPE c ccuviedas ay denksaneeiae ME a vesbuaweksneaaawes 
(hereinafter called insured), in the amounts 
specified in condition 2 of Section A hereof, 
from and against any and all direct losses 
sustained by the insured by reason of having, 
during the term hereof. in the ordinary course 
of, business, in good faith, without notice or 
knowledge, and at or through any of the offices 
covered hereunder: 

1. Acquired, by purchase or exchange, for its 


own account or the 
trustee, guardian, 
similar fiduciary 
eral to any loan 
own account or in 
or as collateral to 
insured, any 
fined, which shall 
(a) To have 
(b>) To have 
aforesaid, 


account of another, or as 
executor, o1 nm any 
capacity, or taken as 
made by the insured for its 
any such fiduciary capacity, 
any liability assumed by 
securities, as hereinafter de 

prove: 
been forged, raised or 
been acquired or taken as 
under a forged, raised or al 
tered transfer, endorsement, assign 
ment, bill of sale, power of attorney 

or guaranty. 
(c) To have been lost by, or 
stolen from, the owner 
2. Sold) or disposed of, as broker or as 
agent for another, any securities, as herein 
after defined, which shal] prove to have heen 
lost by, or embezzled or stolen from, the owner 

thereof, 

3%. Transferred any securities, as 
defined, of the insured’s own issue: 
(a) Against any such securities 
have been stopped. or Saeed. 
altered or lost by, or 
stolen from, the owner 
Upon any transfers, 
of sale, powers of 
endorsements. 
tifteates or 
insured as 


altered 


embezzled or 
thereof. 


hereimafter 


vhich shall 
raised or 
embezzled o1 
thereof 
assignments, 
attorney 
or other 
documents. 


(bh) hills 


. Ruaranties, 

Instruments, cer 

required by the 

a prerequisite to such trans 
fer. and which shall have been 
ped, or forged. raised or 
lost by, or embezzled o1 
the owner thereof. 

4. Countersigned or validated as 
agent, or registered as registrar, while acting 
as transfer agent or registrar, any securities, 
as hereinafter defined, and any other obliga 
tions with respect to which the services of a 
transfer agent or registrar may properly be 
required: 

(a) Which shall have 
orged, raised or 
or embezzled or 
thereof. 

Upon any transfers, assignments. 
of sale, powers of attorney, 
endorsements or other instrume*ts, cer 
tificates, or documents required by the 
insured as a prerequisite to such coun 
tersigning. validatine or registering 


transfer 


heen stopped, or 
altered, or lost by. 
stolen from, the owner 


hills 


guaranties, 


(hb) 


which shall have been stopped, or 
forged. raised or altered, or lost by 
or embezzled or stolen from, the owne1 


thereof. 

I his policy is subject to the agreements and 
limitations set forth in Section A hereof, and 
to the conditions set forth in Section B hereof. 


Section A 
1. The term of this policy begins on the 
ae AIR OUR Seca Seas ohrne Raced «vey 192... at noon 
standard time at the address of the insured 
as given in line three (3) hereof. and ends at 
noon standard time as aforesaid. on the date 
of the cancellation hereof as hereinafter pro 
vided 
2, The insurance provided by this policy is 


Automobile 


Workmen’s Compensation 


431 Insurance 


| Exchange 
CHICAGO 








Accident and Health Burglary and Plate Giass 


All Liability Lines 


145 John Street 
|} NEW YORK CITY 

















| W. E. Small, President 
Georgia 


Macon, Ga. 





Surplus and Reserves as to Policy Holders $2,089,936.09 


asualty Company 


AN AMERICAN COMPANY 


E. P. Amerine, Secretary 


Automobile 

Plate Glass 

Burglary 

Liability 

Property Damage 

Workmen’s 
Compensation 








amounts set 
below 
eat h 
under 


respective 
clauses specified 
limits as respects 


limited to apply in the 
opposite the insuring 
and, subject to such 
insuring clause, the aggregate liability 
this policy shall not exceed..........ceees 
¢ Milne (QRicccavcaccecskece i : 
used herein 
United States 
Indebted 


“speuiitien” as 
deemed to mean: (a) 
Department Certificates of 
coupon and registered notes and 
the United States and of any state 
pb eine of the United States, and cou 
and vistered notes, bonds and warrants 
of any camels: cities, towns, municipalities 
of the United States and any subdivision 
thereaf; (bh) coupon and registered notes an 
hounds of any foreign countries, and of any 
fates. provinees, counties, cities, towns. muni 
cipalities and any other subdivisions thereof; 
(c) certificates of stock; (d) coupon and regis- 
tered corporation bonds, corporation — serip, 
corporation debentures and corporation notes 
similar in form to corporation bonds; (e) 1n- 
terim and temporary receipts and certificates 
for any of such obligations; and (f), “certifi- 
deposit” evidencing the deposit of any 
instruments enumerated in this para 


The word 


shall be 


honds of 


cates of 
of the 
graph 

4. “The 


effective 


offices the 


date 


covered hereunder 
hereof are as follows: 


upon 


If the insured shall desire to have cov 
cred hereunder any other office or offices. and 
shall so notify the company in writing, giving 
the address or addresses thereof, then, such 
additional office or offices. if the company shal] 
vive its written consent thereto, shall be cov 
ered for an additional premium, as of noon 
standard time ag aforesaid, of the date of such 
notification, 

6 If the insured shall, 
notice to the company with 
whether legally liable 5 
direct loss sustained by any person, firm 
corporation or estate for which the insured 
shall have acquired or taken any invalid or 
defective security, or any security defective 


after giving written 
full particulars, 
therefor or not, 


in title. as set forth in insuring clause 1 here 
of the direct loss so paid shall, subject to the 
agreements, limitations and conditions hereof, 


he covstrued to be a the 


insured, 


loss sustained by 





Mes 


















(general ccident 





ASSURANCE CORPORATION. Lid. 


FREDERICK RICHARDSON, United States Manager 
GENERAL BUILDING - 47 & WALNUT STS. 





FIRE AND LIFE , 


PHILADELPHIA 








This policy shall, in case of acts 
insured for, or on ace 
Insuring Clauses 2, 3 

direct sustained and paid 

insured on account of the liability in 
posed by law upon the insured for damages 
resulting from such acts, together with rea 
onable attorneys’ fees incurred and paid by 
the insured in defending any suit or 
brought against the insured to enforce 
liability; but this policy shall not cover 
losses on account of such acts if liability 
umed by the insured under contract 
shall it cover any claim on aeco 
imposed by law, as aforesaid, if the 
shall settle or compromise such cl 
the written consent of the compan 


cover losses 


insured 
without 


HOLD ANNUAL MEETING 
Surety Underwriters Association 
Elects Edward R. Lewis, of the U. S. 
F. & G., President of Organization 





meeting 


The annual of the Surety 
Underwriters Association of New York 
City, was held last Thursday at the 
Railroad Club. Edward R. Lewis, man 
ager of the New York office of the 
United States Fidelity & Guaranty, was 
elected president. John A. Griffin, sup 


erintendent of the contract department 
of the Fidelity & Deposit, was elected 
vice-president and F. W. Hughes, su 


perintendent of the contract depart 
ment of the Standard Accident, was 
elected secretary and _ treasurer. 


The executive 
ed of T. D. 


committee is compos 
Browne, of the National 


Surety; F. T. Gilson, of the Commer 
cial Casualty; M. A. Jameson, of the 
Aetna Casualty & Surety; W. A. 


Thompson, of the Indemnity Insurance: 
Company of North America and F. C. 


Williams, of the Globe Indemnity. The 
Association igs composed of over one 
hundred members, representing about 


twenty-four companies. 
At the meeting resolutions, express 
ing sorrow on the death of Daniel N. 


Gage, vice-president of the Aetna Life 
and Affiliated companies, and on the 
death of Richard McGonigle, of the 


Maryland Casualty, were adopted. 





Milton J. Straus, of Julius Straus 
and Sons, Richmond local agence’ 
has returned from a _ pleasure trij 
abroad. He was accompanied on the 
tour by his’ brother, Mitteldorfe1 


Straus. a New. York artist 
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Is Caddie Employe 
Of Club or Player? 





RESPONSIBILITY UNCERTAIN 
Employment of Minors Amendment 
Causing Considerable Discussion 


Concerning Its Application 


From inquiries that have been made 


to a large indemnity company there 
seems to be considerable misunder- 
standing as to the application of the 


amendment to the labor law, providing 


double minors under 


and it 


compensation to 
age, 
appear that many people consider that 


eighteen years of would 


securing of certificate from a certificat 
ing officer absolves them from any 
liability for the payment of this double 
penalty. This, however is not the case, 
inasmuch as the certificate merely acts 
as a guarantee of the applicant’s age re- 
lieving the employer of the subsequent 
claim that the employe was not of the 
age represented at the time of employ- 
ment. The employer notwithstanding 
the presentation of a certificate is still 
liable for the double penalty if the em- 
ployment is in violation of the Labor 
Law for an employe under eighteen 
years of age and, therefore, all em- 
ployers of labor should satisfy them- 
selves that minors under eighteen are 
employed by them strictly in accord 
ance with the Labor Law. Otherwise 
in the event of injury to such employes 
they will have to pay the penalties 
themselves and cannot insure it. 


Who Is Responsible For Caddies? 

Particularly interesting has been a 
recent argument as to who would be re 
sponsible for this penalty for caddies 
employed at golf clubs. It seems to be 
the general consensus of opinion that 
caddies are employed in three general 
ways, as follows: 





Paid directly by the player; paid by 
the club but charged against the player, 
and charged against the club, the club 
retaining a kitty of the per cent of the 
amount paid by the player and the 
caddie receiving the balance. 

In all instances, however, the opinion 
seems to be that the caddie is the ser- 
vant of the club and assigned to the 
player by the caddie master, graded by 
the caddie master and can only be kept 
in the club links by the caddie master 
as representing the club. Therefore, 
although he may follow the direction of 
the player through the actual round in 
the event of failure to pay by the 
player he would look to the club for his 
earnings and is in fact the employe of 
the club. 

This, however, is only an opinion and 
the future action of the courts will be 
the real decision but in the meantime 
players and clubs should familiarize 
themselves with the law particularly 
that section “No child under fourteen 
years of age shall be employed ******* 
in the distribution or transmission of 
merchandise, articles or messages.” In- 
asmuch as many caddies are under four- 
teen years of age it is interesting to de- 
termine whether this section of the law 
would prohibit these minors from acting 
in the capacity of caddies. If they do 
notwithstanding the certificate the 
double penalty might be applied. 


B. L. Shientag’s Statement 

In a statement issued by Industrial 
Commissioner Bernard L. Shientag with 
regard to the amendment providing for 
double compensation to minors under 
eighteen years of age, injured while em- 
ployed in violation of the Labor Law, he 
pointed out that there seems to be some 
misunderstanding as to an amendment 
to the Workmen’s Compensation Law 
added at the last session of the Legisla- 
ture and providing for double compensa- 
tion for injuries to minors under eigh 
teen years of age, while employed in 
violation of the Labor Law. 

He said, “There is nothing in the new 


lew which prohibits the employment of 
minors under eighteen years of age. 
The new law does not in any way add 
to the lists of prohibitive employments 
under the Labor Law. 

“The new law, however, does provide 
for double compensation for injuries 
sustained by minors under eighteen 
years of age while employed in viola- 
tion of the Labor Law, and for double 
death benefits in the event that such 
minor is killed while so illegally em- 
ployed. The compensation in the case 
of such illegal employment is in effect 
200%, 100% of which is borne by the 
employer and 100% by the insurance 
company.” 

An employer may require a _ certifi- 
cate showing the age of a minor in his 
employ as indicated in subdivision 3 of 
the new act. 





TO STIMULATE PAYMENTS 





Massachusetts Bonding Offering Induce- 
ments For Prompt Settlements 
of Premiums 





The Massachusetts Bonding & Insur- 
ance Company is offering its policy- 
holders the choice of three presents on 
receipt of their payments covering 
twelve months in advance on their poli- 
icies, providing they pay the premium 
prior to December 31. The company is 
anxious to have their policyholders get 
lurger benefits from their policies and 
save them the time and trouble of pay- 
ing their premiums twelve times a year. 
The presents are bill-folders, safety 
document boxes and fountain pens. 

The field men of the company are to 
concentrate their efforts on writing as 
much new business as possible on the 
advance premium plan, quarterly, semi- 
annually or annually. They will try to 
collect twelve months, six months or 
even three months in advance from as 
many policyholders who are. paying 
monthly, as they are able to. The field 
men may obtain the presents for distri- 
bution for fifty cents. 


— 
AMERICAN BONDING WINs 





U. S. District Court-in Virginia Alloy 
It To Recover From Railway 
Company 





W. F. Grandy, receiver for the An, 
ican Bonding and Casualty, of Sj 
City, is entitled to recover the sup 
$22,649 from the Washington-Virgiy 
Railway Company in the opinion of th 
United States circuit court of appe; 
for the fourth circult sitting at Rig 
mond. That sum_ represents 4, 
amount of a court judgment paid R¢ 
Hoffman and Company of Baltimore {, 
loss which this firm sustained fp 
transaction with one Franklin Hel 
for the purchase of certain equipme 
for a projected extension of the eon 
pany. 

The receiver for the bonding comp 
ny sought recovery of the amount 
question on ground that the raily 
company indemnified it for joining ; 
an indemnity to secure R. C. Hoffm, 
and Company. The railway compay) 
denied liability principally on 4 
ground that its officers had no author 
ity to execute such a bond, and it wor 
the decision in the lower court at Alex 
andria. Reversal of the lower coy! 
means that the company will have | 
pay the claim, 








Bonding Department Going Ahead 

The bonding department of the Stan 
dard Accident of Detroit which is {| 
baby department of that company, i: 
enjoying a most healthy and _ vigorov 
growth in its first year. A mark of $1 
000,000 of fidelity and surety premiuns 
was set for the year and at the oni 
of October the total writings amount: 
ed to more than $751,000. There is hiv 
rooting to go over the top by the en 
of the year among the Standard: 
agents. 
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BRANIFF OF THE T. E. BRANIFF COMPANY, GENERAL AGENTS, 
OKLAHOMA CITY, THE AUTHOR OF THIS ADVERTISEMENT. 
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Casualty 


and 


EN years ago the casualty and surety premiums received 
in the United States were $129,898,349; last year they 
were $512,778,077; but the business is only in its infancy. 

It is constantly developing new classes of indemnity. 


No insurance office is properly equipped unless it has a good 


casualty and surety company connection. An insurance office so 
equipped has the same advantage over its competitors in the 
matter of volume of business and earning power that the mod- 
ern department store has over the corner grocery. 


The agent of the Maryland Casualty Company carries a 


complete equipment. He not only has a complete stock of goods 
to meet the needs of every customer, but he has quality goods, 
which means repeat orders. 


The Maryland policy is backed by an honorable record of 


Insurance 





achievement, and the Company’s management is marked by a 
policy of progressive helpfulness. 


T. E. BRANIFF 


Maryland Casualty Company 


BALTIMORE 


Surety 
Bonds 


Maryland Assurance Corporation—Life Insurance 
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New Home Office Group of Aetna Companies 














The Eastern Underwriter presents 
herewith a cut showing the front ele 
yation on Farmington Avenue, Hart- 


ford, of the new Home Office group of 
the Aetna Life and Affiliated insurance 
companies. That it will be one of the 
fnest and largest insurance plants in 
the country will be seen at a glance. 
The buildings will be erected at the 
MUST PAY ON SUICIDE 
Colorado Court Holds That On Death 


Of Assured Accident Company 
Must Settle 





Alexander V. Officer, a 
chant of Colorado, held a 


the London 


sugar mer- 
policy with 
Guaranty & Accident. In 
October 1920, he committed suicide by 
shooting. In trying settle his 
tate a son, Robert A. Officer, sought to 


to es 


collect the amount of the policy, but 
the company refused to pay anything 
but the last payment on the policy. 


The case was taken to the Weld coun 
ty court, the court deciding 
of the company. The case 
taken before the Colorado 
court, the high tribunal remanding it 
to the District court for retrial. No 
change Carrying it along through the 
various channels it was taken to the 
Supreme court of the state for a de- 


in favor 
was then 
supreme 


cision and the court, Justices Burke 
and Shehan ruling: 
‘Under the Colorado statute insur 


ance Companies are liable for the full 
amount specified in the policy in case 
of death of the insured.’ It is likely 
that the case will go before the Su- 
Preme court of the United States. 





AETNA FIELD CHANGES 
Thomas U. Schock, assistant super- 
Intendent of the fidelity and surety de- 
hartment of the Aetna Affiliated Compa- 
Nes at Philadelphia, has been trans- 
ferred to the Buffalo office as superin- 
lendent of those departments. 

J. $. Ulrich has been appointed un. 
derwriter at the newly opened office of 
the Aetna at Rochester, N. Y. 

Joseph L. Carrigan has been ap- 
pointed special agent with headquarters 
at the Philadelphia office of the Aetna. 
The life department of the Aetna Af- 
filiated Companies at Rochester, N. Y., 
has heen equipped to write accident 
and health business. This does not 
affect the writing of such business by 
the Rochester branch office, but means 
that accident business will be develop- 
‘d through both channels. 





__GIVEN MORE TERRITORY 
William ©. Paine, who has been in 
tharge of the Arkansas branch office 
of the National Surety at Little Rock, 
las been given the entire state and now 


‘presents the company on a general 
’ency basis. 


Southeast corner of Farmington Ave- 
nue and Sigourney Street. The group 
was designed to carry out the true 


ideals of the architecture of that local- 
ity. The architect is James Gamble 
Rogers, of New York, who designed 
the Harkness Memorial Quadrangle at 
Yale University and other noted build- 
ings throughout the country. 


ASSOCIATION DISBANDS 





L. H. Carr, Secretary of Burglary Un- 
derwriters Organization Becom’s 
Assistant Manag’r of New Bureau 


At a meeting of the Burglary In- 
surance Underwriters 
week it decided 
organization and to 


Association last 
disband that 
transfer all rec- 
ords and equipment to the new bur- 
glary department of the National Bu- 


was to 


reau of Casualty & Surety Underwrit- 
trs. 

L. H. Carr, who was elected assist 
ant manager of the burglary depart 
ment has been secretary of the bur 
glary Association since last May. Prior 
to his becoming secretary of the As- 
sociation he was identified with the 


Empire State Surety, the National Sur- 
ety, the Maryland Casualty, the Ocean 
Accident and was assistant secretary 
of the association when the late H. W. 
Cluff was secretary. 

Since the organization of the 
glary bureau the Metropolitan 
alty and the Employers’ 
surance Corporation 
members. 


bur 
Casu- 
Liability As- 
have become 





Thomas P. Kennedy, who has been 
appointed vice-president and general 
manager of the brokerage firm of M. S. 
Bowman & Co., Philadelphia, joined the 
staff of the General Accident at San 
Francisco in 1913, having for four years 
previous been assistant manager of the 
casualty dept. of the Aetna Life, asso- 
ciated with J. J. Molony, Pacific Coast 
manager of the Aetna. After being as- 
sistant coast manager for the General 
Accident he was transferred to the 
home office of the company as head of 
the liability department. He was later 
made Pacific Coast manager, represen- 
tative of the executive department in 
developing agencies throughout’ the 
country, and for the last four years has 
been city manager of the General Ac- 
cident at Philadelphia. 





BACK FROM EUROPE 


Arthur Koppelman, general agant 
for the Hartford Steam Boiler and the 
Employers Liability in Virginia and 
North Carolina, has returned from a 
trip abroad. 


The picture on this page shows that 
the central feature is the tower and 
facade, expressive of the best tradi- 
tions in New England architecture, as 
exemplified in the historic old State 
House on City Hall Square, Hartford. 

This wonderful addition to the arch 
itectural landscape of Hartford struck 
the Hartford Courant as so important 


EYE ACCIDENT STATISTICS 


Revised Publication of National Com- 
mittee For The Prevention of Blind- 
ness Will Be Out Soon 
“Eye Hazards in Industrial Occupa 
tions,” a publication of the National 
Committee for the Prevention of Blind- 
ness, first issued in 1917, has been re- 
vised, and will be ready for distribu 

tion about January 1. 


The bulletin will combine in its re- 
vised form, all the available informa- 
tion on the subject of eye hazards in 
industrial occupations. The field re- 
search work on the revised edition, 
which has been carried out under the 
direction of Lewis H. Carris, managing 
director of the committee, will contain 
comprehensive statistics on eye acci- 
dents. Cooperating with the commit- 
tee in the revision of the bulletin were: 
the National Safety Council, the Safety 
Institute of America, the American So- 
ciety of Safety Engineers and leading 
ophthalmologists. 

The volume will be distributed to 
heads of departments of industrial 
plants, to engineering colleges and tech- 
nical schools, and all others interested 
in accident prevention and health pro- 
motion among industrial workers. The 
revised bulletin will contain twelve 
chapters. 





HEAR A. B. HARRIS TALK 

A. B. Harris, assistant secretary of 
the California Industrial Accident Com- 
mission of Los Angeles, recently ad- 
dressed the Casualty Insurance Adjust- 
ers’ Association of Southern Califor- 
nia. His topic was ‘New Commission 

tules and Procedure.” 





that it devoted the entire first page 

- of ifs rotogravure section of November 
11 to three pictures, picturing the 
group from three different angles—a 
birds-eye@ view, the front elevation and 
the rear view, the latter being inter- 
esting as well as it shows the recrea- 
tion ground in the center. 


H. H. CAMPBELL MADE HEAD 


Hagey H. Campbell, of Pittsburgh, 
has been made head of the combined 
firms of Hagey H. Campbell Company 


and Patch & Co., Ine., to succeed Wil- 
liam Moore Patch, who has retired 
from active management and has re 


turned to New York. Mr. Campbell is 
a specialist in surety lines. He ex- 
ecuted a large number of the contract 
or’s bonds in the $50,000,000 road bond 
issue expended under Governor 
Sproul. 
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Cash Capital $1,500,000.00 


| FIDELITY and SURETY 
BONDS 





Accident, Health, Burglary, Automobile, 
Liability, Plate Glass and 
Workmen’s Compensation Insurance 


Executive Offices 


830-836 Union St., 
New Orleans 





Great Eastern Dept. 


100 Maiden Lane 
New York 























FORMERLY MPLOYMENT MANAGER 
NATIONAL BURET Y COMPANY 
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QUALIFIED EMPLOVES Foe INSURANCE 
CONFIDENTIAL SERVICE 


Conducted For Insurance People 
By Insurance People 


POSITION SECURING BUREAU 


AM AGENCY OF DISTINCTION 


CENTRAL INSURANCE EMPLOYMENT BUREAU 


PORMERLY EMPLOYMENT GSUPERINTEMDENT 
COMmAniEs 


POSITIONs 


206 BROADWAY 


NEW VYORK 
CORTLANDT 7850. 
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Sees Great Benefit 
In Institute Courses 


PRODUCER GIVES “XPERIENCE 
H. L. Jamison Taking All Courses Be- 
cause of Direct Benefits; May Give 
Institute Degree 
At the recent annual conference of 
the Insurance Institute of America, at 
Hartford, those present were much in- 
terested in the direct testimony of the 
benefits of taking the Institute’s read- 
ing courses given by H. L. Jamison, of 
New 
producer and in a position to cash in 
on his knowledge. Mr, Jamison said: 


York City, especially as he is a 


“Tl really find it difficult to express 
my appreciation for a course of this 
kind and wherever I go I preach the 
gospel of the Insurance Institute and 
what it will do for young men in the 
business. I guess it was about 9 years 
ago I started. | was working for an 


insurance company as endorsement 
clerk and [I wasn’t very well satisfied 
with the chances of getting ahead. My 
brother was succeeding very well in the 
advertising game, so I thought I would 
rather go into that, but I went to my 
department head and said, ‘Mr. Crane, I 
would like to know frankly what my 
chances are in this organization to suc- 
ceed.’ ‘Well,’ he said, ‘that will depend 
on you entirely. If you make yourself 
more valuable, you will succeed,’ and he 
told me about the Insurance Society. I 
had never heard of it before and sug- 
gested that I go over. He put me up 
for membership. I went over and 
looked over these little bulletins of the 


reading course and saw the subject 
matter covered there and got out my 
first book. 

“T was really astounded when T[ got 
into the subject to find the wonderful 
information that was there. . had 
heen doing things, as a matter of 
routine of which | had no understand- 
ing whatsoever. I knew the work and 
materials clause, the lightning clause, 
and | knew that those clauses had to 


fo on certain forms, but just as a mat- 
ter of being told that was so. When 
| found out the reason for these things, 
why it became an interesting game and 
since that time I have never lost my en- 
thusiasm for the reading and the study- 
ing about insurance, 
Will Take All Courses 

“Having gone through the three- 
years’ fire course, 1 am going to take up 
the three-year casualty and two-year 
marine courses and any other course 
from the Insurance Society, because it 
is not only of intense interest to me but 
I love the insurance business. I have 
gotten so that it means more to me than 
anything else. Although TI have had of- 
fers for going into other lines of busi- 
ness with perhaps more money, I like 
the insurance business because to me 
it is a wonderful profession, where you 
can be of real service to people who 
need insurance. I feel to do that, as 
insurance men we have got to consider 
more than the mere grabbing of money 
and commissions; we have a real duty 
and a service to perform for the people 
who buy insurance. I like to look 
upon it just like a lawyer or a doctor. 
We should look at it from the point of 
view of the man who is buying it and 
we can’t know enough or too much 
about the business we are engaged in. 
I think if the young men and women 
could only get a vision of that side of it 
and realize what the Insurance Society 
is equipped to do for them in these 
courses, why there would be hundreds 
of them just flocking to get in. 

“Regarding the question of rewards, 
I think that rewards pay and listening 
to this proposition of creating a degree 
or fellowship, Tl am very much inter- 
ested in it myself and I do believe that 
when that becomes known throughout 


the country there will be young men 
and women who will take up that course 
to win that degree. Personally I would 
like to get into it. I think it would be 
a fine thing. I would be proud to have 
a fellowship or degree in the Insurance 
Institute of America. If that becomes 
known, that will be the thing that will 
carry them through to the finish; there 
will be a larger percentage taking up 
tha course and going through with it. 
If we take up the course and just go 
half way through and don’t take the ex- 
amination, I feel it is really more or 
less wasted time. 

“As a producer, I know it has been 
of wonderful value to me, going out and 
meeting people and trying to meet the 
arguments. You know the insurance 
business has gotten to have, I am sorry 
to say, a very poor reputation among 
business men generally. It hasn’t the 
standing in this country, I believe, that 
it has in England. You meet all sorts 
of slurs and insults upon the business. 
It is something to be able to know 
the theory and meaning of it, how the 
rates are built up and why they are 
justified; defend the companies when 
they stand on their policy contracts, 
and adjust losses on the basis of the 
contracts; defend the companies and 
be able to give reasonable explanations, 
so that the buying public will get the 
right perspective on the insurance busi 
ness, not only in the casualty but in the 
fire and marine line. 

“1 do say that the insurance course 
in the Insurance Institute of America, 
to my mind, is one of the biggest things 
in this country for equipping men and 
women for building up the reputation 
of the insurance business generally 
throughout the United States.” 





W. G. Curtis, eastern field represen 
tative of the Standard Accident of De 
troit, with headquarters at 101 Will 
iam Street, New York, has just return 


ed from an agency visitation trip 
through the New England States in 
cluding Maine where Mr. Curtis gave 


his time to rounding up the present 
agents of the Standard. In his work 
he stresses the education of the agent 
in the underwriting principles of the 
bonding lines of the Standard. Busi 
ness conditions in Maine are good, the 
people of the state being thoroughly 
optimistic. 


JOYCE ON COMMISSIONS 
William B. Joyce, chairman of the 
National Surety and of the New York 


Indemnity, says the acquisition cost 
limit for workmen’s compensation in 


surance is too low for the good of the 
business and in his opinion the rate of 
commission allowed on this class of 
business of 174%% to general agents 
and 10% to brokers is inadequate. He 
stated that it is his intention to take 
up with the insurance commissioners 
the question of increasing the commis- 
sion rate to 25% for the general agent 
and 15% for brokers. He reached this 
conclusion, he stated, after conferences 
and correspondence with agents of his 
company and others. 


OPENS ROCHESTER BRANCH 
Aetna Affiliated Companies Appoints 
J. F. Long Manager; Lucas & Dake 
Continue As General Agents 





The Aetna Affiliated Companies has 
opened a branch Rochester, 
N. Y. The Aetna group has been rep- 
resented there by Lucas & Dake for 
many years as general agents. Under 
the new arrangement they will sur- 
render supervisory duties and devote 
themselves to production. Edward J. 
Lucas is president of Lucas & Dake, 
and De Witt Richards is vice-president. 
W. T. Farrell has retired from the firm 
but will continue his Aetna connections 
with an independent office. 

The new branch office is under the 
management of J. F. Long, who has 
been with the company for nine years, 
recently as assistant manager at Al. 
bany, N. Y. 


office in 





OFFERING CASH PRIZES 
The Continental Casualty is conduct 
ing a seventy-five day bonus campaign 
and sales contest on commercial and 
intermediate accident forms. Under 
the rules of the contest only new busi 


ness written between October 15 and 
December 31 will qualify. A bonus of 
10% will be paid on all qualifying busi 


ness, providing the agent’s paid for 
production exceeds $300. In addition to 
the bonus prizes of $250, 8175, $50 and 
$25 will be given to the four agents 
writing the largest volume of qualify- 
ing business. 





CATOR LEAVING NATIONAL 

B. F. Cator, vice-president of the Na 
tional Surety in charge of northern 
California and vice-president and = Pa- 
cific Coast manager of the New York 
Indemnity, will resign December 15, 
and will become associated with Fred 
W. Weitzel, under the name of Weit 
zo] & Cator, in Los Angeles. 


GOES TO CALIFORNIA 


A. M. Johnson, president of the Na 
tional Life U. S. A. and the U. S. Na- 


tional Life and Casualty Company, left 
for a six weeks’ trip to California on 
November 1. 


FORFIGN VISITORS 


(Continued from page 1) 
ol the Auto Car Fire & Accident. He 
left for England in October. 

Paul O. Barendt, fire manager of the 
Atlas. Mr. Barendt has been here for 
some time, 

J. Herbert EK. Lane, manager of 
Consolidated Assurance. 

S. E. Savittch, managing director of 
the Second Russian. 

Mr. Hargraves, of C. T. Bowring & 
Co., London; and Muir Bedall, a Lon 
don reinsurance man, have also been 
visiting America; as did Alfred Whist, 
of Skandinavian companies; and Er- 
nest Behre, well known in German in- 
surance circles. 


the 











A Progressive 


SURET Yann CASUALTY 


Company 











WANTED 


Men who have had previ- | 
ous successful business expe- | 
rience, preferably along some 
insurance line, to attend, at 
our expense (free tuition, 
board and room), our Acci- 
dent and Health Insurance 
School to be conducted in 
Newark, N. J., for three 
weeks, commencing Decem- 
ber 3d. 


Both theoretical and _ prac- 
tical instruction will be given, 
Courses are designed to train 
men as Managers and Assist- 
ant Managers of agencies in 
our Weekly Life, Accident 
and Health; Monthly Premi- 
um Payment; Commercial; 
and Group Departments, for 
the new fields that we are 
opening up in New York and 
the New England States. Posi- 
lions guaranteed those doing 
satisfactory work. 

For particulars address W. A. 
Granville, Educational Director, 
United States National Life and 
Casualty Company, 29 South La 
Salle Street, Chicago, II. 























| 





CONTINENTAL APPOINTMENTS 
S. S. Wolfson, Ine., New York City, 
has district managers 


been appointed 


in the disability department of the 
Continental Casualty. The company 
has made arrangements wth Schiff, 
Terhune & Co., New York City, in th 
disability lines as general agents for 
that department. David — Ti. rshfield 
will represent the company as genersl 
agent. Mr. Hershfield is a well known 
liability man and will handle disabil 
ity lines. 


HEGEMAN’S UNUSUAL ACTIVITIES 

News of the death of John R. Hege 
man, Jr., son of the former president 
of the Metropolitan Life, recalls somé 
of the unusual activities of the young 
er Hegeman. He had not been con 
nected with the company for several 
years previous to his death, but when 
he was assistant secretary of the com 
pany, during the life time of President 
Hegeman, he used to delight in taking 
distinguished visitors through — the 
home office building and among. the 
places they would visit would be hi 
own office which used to be playfully 
called the “arsenal.” Here he had 4 
remarkable collection of fire arms 0 
various types and periods. They were 
not kept as curios, but were in good 
working condition and were regularly 
oiled, greased and primed for immedi 
ate use. He was a marksman and had 
done much hunting. He had a ranch 
out in Montana where he was a neigh 
bor and friend of “Buffalo Bill” Cody. 
When Cody came East with his Wild 
West show, Hegeman would rid? 
the parade as a cowboy. Another ol 
his interests was fires. He was a fil” 
buff, and was present at most of the 
big fires in New York for yars. He 
wore a regulation badge which admit- 
ted him through the fire lines. He 38 
credited with making a number of res- 
cues. 





Nove 


en | ee | ee | ee | | 


.Y 
i — 1} 


( 
—_ 


= a) 


— 


—7 wt, a. = oan a a - 


oe Ae 2 


November 16, 1923 

















a THE EASTERN UNDERWRITER 35 
i | ip f Ip 
=| AHH HADDAD DDD AHADADADSDSADDDADDDDD Diop 
ri 
pe- —_-: are 
~ (i) 
at a — 
on, (i) * e Id ] iB 
‘ci- — TP? 
“i & Approximating An Idea 
in UE 
“| B D 
7 | 
LY, IkKE THE DOCTOR’S OR THE LAWYER’S, the UZ, 
‘ac- P , , bB 
“- IL insurance agent’s prosperity depends upon the ID, 
= iD) service he gives. But no matter how persevering and 
in (i) conscientious he may be, he cannot make much of a [) 
e t : ‘ ® ‘ 
ae (i) success unless the Company which he represents backs {"5) 
pee Ip him to the limit and cooperates with him in every pos- 
or | 
are ' ) sible way. : 
and IB) (() 
Osl- () The F & D is that kind of a Company. Through its 33 {'5) 
ing | : ; acai wae ; 
ue Branch Offices, its 56 General Agents and its Executive 
A. (iB) Offices in Atlanta, New York, Chicago and San Fran- lia) 
ctor, , —— . : : | 
- (i) cisco, I & D Representatives in all parts of the country \ip) 
| La ‘ : 
Ip} find it easy to obtain prompt, decisive action on any {iby 
— (ip) bonding proposition. {i5) 
NTS Uz 
k City ) . . . . — 
nager [) Instantaneous bonding service is a goal not achievable \3) 
of the tae . Oo 
pany >) under present conditions. But the Fk & D comes as close {'3) 
Schiff ) e . . 4 
in th ) 5 to that ideal as is humanly possible. 
its or | (ib) 
r shfield y 
— (y It pays to be an F & D agent. The coupon at the bot- \\) 
disabil ) > ° ° ° ° 
si () tom of this page will give us an opportunity to prove p) 
VITIES , that statement. Right now is a good time to use it. | 
. Hege ! 
s some & ’ ( . 
vue 1 AD li) 
sevoral { . | 
it when 
a oo >) iD 
-agiden! ( = 
taking lis) \i5) 
h the . 
ng the (Fz ~wmmr es wr em newer wee ef ee ee eel Cee Se ‘ 
be hi iD 
“| i) FIDELITY and DEPOSIT > _deeacertinianiebadeeaa 
rong FIDELITY & DEPOSIT COMPANY 
sagt IB) COMPANY Baltimore, Md. 
noo! (i) OF MARYLAND i 
idee - , a ) If you are not already adequately represented In this 
ind had li) The Bonding Company } territory | will be glad to have full information regarding {\) 
: ri i) BALTIMORE ) an agency connection with your Company. 1) 
ig | Fidelity and Surety Bonds | (Signed) TEEPE eeeerererrer re Te ee a a ee ee i) 
ther of li) and Burglary Insurance Address ........ \* take weennen ee eNbae ae kemiie (id) 
sa . ' ; EU 10 
fy He | id) 
admit- q \ iD) 
_ He is ¢ c= ( 
ea DUD] ID ID DID ID IDIIDIID IID ID ID ID IDI ID ID DID LD LDLDEDIID DID) 








THE EASTERN 


UNDERWRITER 





November 16, 1928 








E. W. WEST, President 
ee 





ERE are two little ‘‘sculptors’’ at work 
trying to make something that looks 
like aman. They are meeting with fair 

success, considering their lack of training, but 
their work will last only until the next thaw. 
That is usually the way with easy work. 


On the other hand, those ancient Egyptians, 
who stood on scaffolds in the hot sun, and 
slowly, laboriously, blow after blow, carved 
hard stone into a mighty face, made use of 
enduring materials. They themselves are for- 
gotten but their work looks down at us from 
across the horizon of history and will con- 
tinue to gaze at future generations when we, 
also, have passed from memory. 


In 1849, there met in the little town of 
Glens Falls, a small group of far-sighted men. 





They were not seeking the quick, flashy form 
of so-called ‘‘success’’ that is attractive to 
many; rather, they were content to construct 
conscientiously and well, building their strict 
integrity and their high ideals into an institu- 
tion that should grow slowly under their 
hands. It was made for the future. 


These men long have passed on, but the 
soundness of their judgment and the thorough- 
ness of their workmanship are shown by the 
fact that ‘‘Glens Falls’? has everywhere become 
recognized as a symbol of that permanent 
security which the world of today so sorely 
needs. 


This is one reason why thousands of the 
best agents in the United States are proud to 
represent this company. 





INSURANCE” COMPANY 
GLENS FALLS, N. Y. 


H. N. DICKINSON, Vice-President F.M.SMALLEY, Secretary 


R. C. CARTER, Treasurer 


J. 4. MAVON, F. L. COWLES, H. W. KNIGHT, Assistant Secretaries 
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